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RAREST ELEMENT 
“Dear Captain: 


“Count on me. Count 
on me every time. If | 
have what you want in 
the way of production for 
November, or any other 
month, let me know my 
quota, and the business is 


yours. 


a 


Signed by an Agent of XY 


Th Franklin Life Insurance Company 
J 


SPRINGFIELD, ILLINOIS 











STATE LIFE 


INDIANAPOLIS 


MORE THAN 


TWENTY-ONE MILLION DOLLARS IN SECURITIES 


Deposited with the State of Indiana for the 
Sole Protection of Policyholders 





CONSERVATIVE 


PROGRESSIVE 


The Growth of Oak The Solidity of Granite 





On Agency Matters Address, CHARLES F. COFFIN, Vice-President 























Capital $200,000 


For Xmas. 


Give Life Insurance Record Books. 
Here is a book that is of practical 
use to your client and as such will 
be appreciated and used. 


The Life Insurance Record book is 
designed to fill a long-felt need—a 
place where a man can keep a com- 
plete record of his insurance. The 
book provides and keeps a record 
of the following: 


Premium and due dates 
Net cost, year by year 


— - values T= life insurance agent who 
It gives you an opportunity to audit wishes to obtain the representa- 


Price $1.00 for 1 his insurance and : : : 
P get the benefit . 
90 in lots of 25 thus obtained. The Record book is analog or gad —— 





80 in lots of 50 of convenient size—it fits the pigeon 


65 in lots of 109 hole of your client’s desk—it will be City Life admirably suited to his 
in constant use and your name will needs. The Gem City will equip its 
be before him the year ’round. agents to write all forms of personal 

In lots of 25 or more, your name will be printed on fly leaf without extra charge. protection and in one good strong 
Pi company. 
There are exceptionally good oppor- 
E. L. KAUFMAN on ae Gee ee tunities for agents and general agents 
pletely satisfied I will retum the Book and in good producing territory. 


| 
Room 700, Austin Bldg. 7 
111 W. Jackson Blvd. 
Chicago, Ill. | GEM CITY LIFE INSURANCE COMPANY 
| I. A. MORRISSETT, Vice-PREs. 
Telephone Wabash 3933 | DAYTON, OHIO 
| 
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SEEK NATIONAL ACTION 
ON “PRINCETON CASE” 





President Clegg of National Asso- 
ciation Requests Local Bodies 
to Consider It 





STAND IS TAKEN BY SOME 





Local Associations Take Different Posi- 
tion on Question of Solicitation of 
Graduating Classes 





PHILADELPHIA, PA., Nov. 26.— 
President Clegg of the National Associ- 
ation of Life Underwriters this week 
gave out the text of a letier he has sent 


] 


to all of the local associations in regard 
to the “Princeton case,” concerning 
which the following resolution was 


adopted at the recent national conven- 


tion 


“Resolved that the writing of endow- 
ment insurance payable to schools, insti- 
tutions, etc., by others than authorized 
agents, be condemned as rebating, and 
therefore illegal.” 


Recites History of Case 


In asking local associations to act on 
this matter, President Clegg wrote: 

“Two years ago the 1922 of 
Princeton University appointed the 
chairman their class insurance com- 
mittee as agent to secure the commis- 
sion upon the insurance and re- 
turn said commission to the class, but 
upon protest of the life underwriters, the 
class was forced to return the commis- 
sion to its chairman. 

“This year a salaried secretary of the 
graduate council was appointed agent, 
his salary being reduced by approxi- 
mately the amount of commission he 
was to receive upon the class insurance. 

“Can our companies hope to build up 
a loyal, conscientious, trained group of 
underwriters if they are willing to re- 
peat the Princeton mistake? 

“This is clearly an evasion if not a 
violation of the rebate laws of the vari- 
ous states which the legitimate life un- 
derwriters of America have been instru- 
mental in having enacted for the better 
protection of the insuring public 

Asks 


class 
of 


class 


Associations to Act 


“Many fine sons of Princeton are out- 
standing life underwriters, well-versed 
in the fundamentals and practices of life 
insurance, any one of whom residing 


within the vicinity of Princeton could 
have been selected to arrange without 
unnecessary trouble, the details and 
carry into effect the life insurance re- 


quirements in connection with the grad- 
uating classes of the university. 

“We know that the untrained and un- 
educated underwriter is costly to the in- 
suring public and for their protection the 
National Association of Lite Underwrit- 
ers assembled in convention at Los An- 
ge Cal., July 24, 1924, passed the en- 
closed resolution, copy of which has 
been sent to the presidents of each asso- 

(CONTINUED ON PAGE 20) 


es, 


NEW NAME IS ADOPTED 


WILL CALL IT MODIFIED LIFE 
Aetna Drops “Half-Rate” From Title 
of Policy That is Subject 
to Debate 





HARTFORD, CONN., Nov. 26.—To 
overcome certain misconceptions which 
have been noted in connection with its 
new policy known temporarily as “whole 
lit with half premium for the first five 
vears,” President Morgan B. Brainard 
of the Aetna Life has announced that 
hereafter this plan will be known as the 
“modified life” policy. Immediately 
atter the announcement was made pub- 
lic, Agency Secretary K. A. Luther sent 
the following letter to all managers: 


Now Called “Modified Life” 


“You are all familiar with the contro- 
versy concerning our so-called hali-pre- 


mium plan of insurance. During this 
controversy we have received letters 
from several of our managers suggest- 


ing that possibly the policy had been in- 
correctly named The same 
has been offered by the insurance 
ternity generally. 

Ve are, of course, desirous that any 
policy offered by this company shall not 
in any way either in name or text of con- 
tract be misleading. We are at all times 
anxious to make a real contribution to 
better salesmanship in life insurance, 
and in view of the possible question in 
connection with the name, half premium, 
it has been decided to rename this policy 
‘modified life From this date for- 
ward, it will be known by that name 


suggestion 
ira- 


Warning to Agents, Brokers 

“We respectfully urge that you imme- 
diately acquaint your agents and brok- 
ers with this fact, emphasizing the ne- 
cessity of adhering strictly to the new 
name, ‘modified life.” and that in their 
description of the policy it be made clear 
that the premiums beginning with the 
sixth year and thereafter are double the 


premiums for the first five years. Fail- 
ure to follow these instructions may 
bring about a charge of misrepresenta- 


tion, which might force the cancellation 
oi an agent’s license and then a greater 
less through the termination of his con- 


tract 

“Please do not allow your agents or 
brokers to become over-sold on _ this 
plan. We must remember that the or- 


dinary life, the limited payment life, and 
erdowment policies of all types still have 
the same function in life insurance that 


they have always enioyed. Do not al- 
low your representatives to write this 
plan because it is easy, but rather be- 
cause of the fact that it fills a need, and 


be sure also that the need is present.” 
Brainard in Statement 


Discussing the modified life policy in 
connection with his announcement, 
President Brainard said: 

“The modified life policy is actuarially 
sound and has been approved by the in- 


| surance departments of all the states in 


which the Aetna operates. The proper 
test of the desirability of a given plan 
of life insurance is whether it serves a 
legitimate need of a considerable por- 
tion of the insuraning public. The modi- 
fied life policy has now been on the 


TAKES OVER BUSINESS 


NEDERLAND LIFE HAS RETIRED 
American Business Taken Over by 
United States Life, Adding $800,000 
to Its Assets 


NEW YORK, Nov. 26 The United 
States Life of this city has arranged 
to reinsure the American business of 
the Nederland Life of The Hague, Hol- 
land By this transfer the assets of the 
United States Life will be increased by 
over $800,000, making a total of about 
$6,400,000, and the amount of insurance 
will be increased by more than $1,600,- 


000 to about $27,000,000 
American Business 


For several years the Nederland 
maintained an active branch in _ the 
United States with headquarters at New 
York, but it ts many years since 
the company has been writing new bus- 
America. It has been gradually 
liquidating and working out its old pol- 
In its announcement the United 
States Life said, “There are advantages 
on both in a transaction of this 
type, because the expenses of handling 


Closes Out 


now 


mess in 


cies 


side s 


the old business can be cut down to 
about 20 percent of the amount neces- 
sary in recent years for running a sepa- 
rate organization The policyholders 
are better protected than they were be- 
fore, while the United States Life not 
only increases its business and assets, 


but at the same time broadens the basis 
which it ope rates.” 


The paid for business of the United 


on 


States Life for 1924 will run close to 
$5,000,000, with issued business consid- 
erably over that amount. This is, of 


course, in addition to the amount rep- 
resented by the reinsurance of the Ned- 


erland. The United States Life is one 
of the oldest companies, having been 
operating for 75 years Under Presi- 


dent Henry Moir it is business 


it an increased rate 


writing 


market long enough to demonstrate that 
it meets this test 

“The immediate popularity of this plan 
evidenced the large volume that has 
been issued, convinces this company that 
it does meet a legitimate need and that 
therefGre, our duty to render the 

afforded by this policy to the 


by 


it is, 
SCTVICE 
publi 
“All insurance authorities agree 
e average man in this country ts 
underinsured, and one ot 


that 
con 
the 


1 
ti 


siderably 


reasons for the modified life policy is to | 


enable the average man to carry an ade- 
quate volume ot life insurance to meet 
his legitimate insurance needs, which 
are relatively greatest when men’s in- 
comes are small The modified life pol- 
icy takes into consideration this fact, 
and is based on the idea that in subse 


quent years their incomes may logically 
be expected to The premium 
accordingly is so arranged that it is 

half during the first five years of 
what it becomes the sixth and subse- 
quent years, or, to put it the other way, 
the premium is doubled beginning the 
sixth year and each year thereafter as 
compared with the premium during the 
first five years.” 


increase 


one 





POLICY FIGHT CENTERS 
ON NAME “HALF-RATE” 





This Is Attitude of Several Local 
Associations as Expressed 
in Resolutions 





NATIONAL OFFICERS’ VIEW 


Not Yet Publicly Stated, But Believed 
As Their Opinion on Issue—May 
Avert War 


There appears to be an undercurrent, 
fight on the half rate policies is- 
sued the Aetna and the Prudential, 
to concentrate the attack on the name of 
\s admitted by the agents, 
the 


in the 


by 


the polic y 


the policy is actuarily sound and 
only point of attack is the opening it 
nakes methods 
the life 


business first associa- 


selling 
undermining of the 
While the 
tions to act on the question, following 
the initia! step by the New York Associ- 
of Life Underwriters, all strongly 


ior improper 


and insur- 


ance 


ation 


endorsed the stand of the New York 
agents, many local units are now defer- 
ring action or asking a modification of 
the proposition, rather than its with- 
drawal. Some agents seem to feel that 
with a new name, removing the half 
rate thought, the policy may have a 
place on the market Last week the 


Prudential took this action and changed 
the name of its policy, so that this may 
avert open warfare on the issue, 


Seek Change in Name 


This seems to be the view of the Na- 
tional Association headquarters, though 
the national officers have not yet taken 
definite action on the issue. President 
Clegg is now preparing a statement, to 
be sent to all local associations in a few 
days and it is understood that his posi- 
tion is that the name is the misleading 
feature. 

rhis line of approach was first taken 
up by the Cincinnati Life Underwriters 
Association last week, when it deferred 
action on a resolution asking ‘for the 
withdrawal of the half rate policy and in 
its place adopted a tentative resolution, 
requesting a change in the name of this 
policy form The Cincinnati Under- 
writers presented a constructive sugges- 


| tion in the forming of a new name, rec- 





ommending that the companies issuing 
such a policy adopt a name such as, 
“step-rate life” or some similar term 
that would not imply a half rate ordi- 
nary policy 

Cleveland Takes Similar Stand 


Following closely upon the action of 
the Cincinnati agents, the Cleveland Life 
Underwriters, at last week's meeting, 
adopted a resolution expressing disap- 
proval of the issue of this policy under 
present name and recommending a 
change of name, rather than complete 
elimination of the policy. The Cleve- 
land resolution points out that the pol- 
icv as it now stands is a menace to the 
life insurance business, and that the 
companies issuing it should withdraw it 


its 








until a change in name has been affected. 
rhe resolution adopted by the Cleveland 
Life Underwriters, which presents this 
viewpoint in full, is as follows: 


Show Danger in Name 


Whereas, we recognize. from their 
sources, that the above and other so- 
called “half-premium” policies are actu- 
arily sound, and, therefore, possible of 
adoption by all companies, in time de- 
stroying the effectiveness of their 
novelty; and 

Whereas, such designations infer a 
“special bargain” in furnishing ordinary 
life insurance at half-rates for the first 
five years—this being the general im- 
pression gained by the public as shown 


by the numerous inquiries made to in- 
surance offices and agents by people to 
whom these policies have been pre- 


sented; and 

Whereas, we are confident that the 
companies now issuing such policies de- 
sire to maintain the best interests of 
the business; and 

Whereas, we believe that home office 
executives always welcome the opinions 
of the field men and their organizations; 
therefore be it 


Ask for New ‘Title 


tesolved, that we do not 
soliciting and 


approve the 
writing of this form of 


policy, under its present name, for the 
following reasons: 
1 The name, “half-rate,” is mislead- 


ing, and will tend to create a bad im- 
pression of life insurance practices 

2. It will encourage the public to 
think that term insurance, or its near 
equivalent for five years, is the best and 
cheapest form of policy, defeating the 
purpose, as given by some of the officers 
of the companies writing the “half-rate” 
policies, that they were intended to re- 
place the writing of term insurance 

3. The featuring of a policy so easily 
misunderstood will have a strong ten- 
dency to open the avenues of abuse and 
drag life insurance into a deplorable 
unethical struggle, to the great detri- 
ment of companies and agents, resulting 
in increased ‘cost to policyholders. 

‘ Many policyholders will suffer 
through unnecessary deferment of pay- 
ment of their insurance; they are very 
likely to misunderstand this kind of 
policy and the result will reflect un- 
favorably on public good will, the ac- 
cumulation of which has required many 
years and the efforts of many men 





Ask Withdrawal Until Changed 


Be it further resolved, that companies 
now issuing such policies be requested 
to withdraw them until they can be 
given a designation or name that more 
clearly defines their real purpose, and 
that those companies which may be con- 
sidering issuing policies of this general 
form, be requested to guard against any 
and everything that might give the pub- 
lic an improper or inaccurate estimate 
of the true value of such a policy 

And be it resolved, that copies of this 
resolution be forwarded to the 
dents of all life insurance companies 
operating in northeastern Ohio, to the 
Association of Life Insurance 


presi- 


Presidents, 


to the American Life Convention, the 
Life Ageney Officers’ Association and to 
the National Association of Life Under- 
writers 
ST. LOUIS MAY ACT 
Ss] LOUIS, MO., Nov. 26.—The 


much discussed “half-rate” policies be- 
ing issued by the Prudential and the 
Aetna probably will come up for discus- 
sion and tormal action at the forthcom- 
ing meeting of the Life Underwriters 
\ssociation of St. Louis, scheduled to be 
held early in December 

Che matter was discussed informally 
it a gathering of the executive commit- 
tee of the held last week, 
but in the absence of two members of 
that committee no official action was 
taken. Ira W. Fischer, president of the 
and the members of the ex- 
ecutive committee present, also decided 
that in courtesy to the local general 
gents of the Prudential and Aetna com- 
panies they should be advised of any 
contemplated action and given an op- 
portunity to explain their companies’ 
policies fully and to furnish the commit- 
tee members with any other informa- 
tion that would enable them to reach a 
fair and impartial conclusion regarding 
the aforesaid policies and their general 
effect on life insurance generally. 

President Fischer and other prominent 
St. Louis life insurance men feel that 


association 


issoctiation, 





THE NATIONAL 


TENDERS RESIGNATION 


ACTION BY PHOENIX MUTUAL 


Regrets to Leave American Life Con- 
vention Because of the American 
Service Bureau Assessment 


The Phoenix Mutual Life is resigning 
from the American Life Convention. 
When the company joined the organiza- 
tion, it was already receiving service on 
the inspection of risks, with which it 
was satisfied. At the time it joined it 
was with the mutual understanding that 
the Phoenix Mutual would not be ex- 
pected to change any of its business 
connections. Now, however, that the 
American Life Convention has decided 
to finance the American Service Bureau, 
the individual members are expected to 
do what they can towards using the 
inspection service. 

President Welch of the Phoenix 
Mutual Life states that if this service 
is not paid for by those who enjoy it, 
the American Life Convention as a body 
is responsible for the debts. In_ this 
way, the companies that do not use the 
service would be responsible in propor- 
tion for it, although they had not used it. 
President Welch, therefore, reluctantly 
resigned. In commenting on the resig- 
nation, he says: 

“We are not criticising the Convention 
if in the interests of a majority of its 
members it is taking this course, and 
we withdraw with the kindliest feelings, 
regretting that the plans of activity out- 
lined by the American Life Convention 
do not allow us to carry out our own 
plans in our old way.” 


designation of the new policies as “half- 
rate” policies is not correct, might prove 
misleading to buyers of life imsurance 
and could be the basis for unfair solici- 
tation in competition with other lite 
companies : 

“There can be no question of the 
scundness of the new policies,” Mr. 
Fischer said. “From an actuarial stand- 
point they are good policies and if they 
were not the companies would not be 
using them But it is not correct to 
designate them as “half-rate” policies 
when in fact the full rate is charged for 
the protection furnished. 

The members of the executive com- 
mittee of the St. Louis association are: 
Mr. Fischer, ex-officio member becausc¢ 
of his office as president; Phil A. Price, 
Central States Life; F. D. Miller, 
Phoenix Mutual Life; Ed Burke, Mis 
State Life, and J. F. Hathaway, 


souri 
Mutual Life Insurance Company ot 
New York. 


‘ arfon AL, ASSOCIATION POSTTION 


PHILADELPHIA, PA., Nov. 25.— 

President John W. Clegg of the Na- 
tional Association of Lite Underwrit- 
ers, mm answer to numerous requests tor 
an expression of his attitude on the so- 
called half-rate policy issued by the 
\etna Life and Prudential, is preparing 

statement, a copy of which will be 
sent within the next few days to each 
of the local associations President 

lege’s position is that the name of the 
policy is misleading. 

One well known underwriter discussed 
the policy in question with Commissioner 
McCullough at Harrisburg. Mr. Mc- 
Cullough explained that his department 
had approved the contents of the new 
policy without either approving or re- 
jecting the name of it. He said that if 
the life underwriters of the country were 
cepposed to the policy, the best thing 
they could do would be for the various 
associations to express their feelings to 
the conipanies issuing the policies, in 
stead of sending protests to the insur- 
ance departments 


BALTIMORE AGENTS TO INVESTIGATE 

ALTIMORE, MD., Nov. 26.—The 
Baltimore Life Underwriters Association 
has appointed a committee to study the 


study the pohey 


UNDERWRITER 
PLAN LABOR COMPANY 


WOULD ENTER LIFE INSURANCE 


American Federation of Labor Approves 
Proposal to Have Affiliated Unions 
Form Organization 


Ihe American Federation of Labor, 
annual convention at El Paso, 
lex., approved a recommendation to call 
for a conference the unions affiliated 
with the federation for the formation of 
a life insurance company, but opposing 
the organization of such a company by 
the federation itself. A special investi- 
gation made by the members of the ex- 
ecutive committee was presented to the 
convention several days ago. 

The investigating committee declared 
that it had been convinced and fully per- 
suaded that it is not only advisable but 
almost a duty of unions jointly to adopt 
some form of proper insurance. The 
committee, however, opposed the en- 
trance of the American Federation of 
Labor into the insurance business. The 
proposal as approved by the convention 
is reported to approve the formation of 
an insurance company by the affiliated 
unions, but*not by the federation. 


One Labor Company Launched 


Organized labor has already entered 
the insurance — with the tormation 
of the Union Cooperative Life Asso- 


ciation, incorporated under the laws of 
the District of Columbia. This company 
was organized by the Brotherhood of 
Electrical Workers, whe through their 
officers filed papers of incorporation iast 
week. It has a fully paid capital of 
*100,000,000 and surplus of $100,000 with 
none of the money spent for promotion 
fees or commissions on stock sales The 
company is on a lega! reserve basis, 
and will not confine its writing to labor. 
It writes ordinary, endowment and lim- 


ited pay policies \pplications for $1,- 


000,000 of insurance were received the 
first week 
Continental’s Bonus Offer 


Che Continental Lite of St. Louis, in 
an effort to have its agents pay for a 
maximum amount of their vear’s busi- 
betore Dec 31, is offering 
them a special bonus of $1 per thousand 
on all policies paid for during November 
and December However, this bonus 
pavable if the agent has other 
net premiums due and outstanding more 
than 60 davs from date of issue 


ness on or 


Is not 


Insure Sky-Writers 


\ll pilots employed by the sky-writing 
organization, a company that has grown 
from the idea originated by Maj. John 
( Savage of England, to advertise 
various commodities by means of smoke 
letters written in the sky. are insured 
by Llovds for $10,000, free of charge 


to the pilot, the company paying the 
premium \merican insurance com- 
panies have not vet been able to take 


on these hazardous risks and 


British companies’ 


compete 


rates 


new half premium plan of issuance lite 
insurance recently put into effect by the 
Aetna and Prudential The committee 
ill go into the matter thoroughly and 
carefully from all angles. 
It is expected to report to the executive 
committee of the association within the 
next few weeks 


McIntyre Meets With Success 


1. F. MeIntvre, Chicago branch man 
ager of the Manufacturers Life of Tor 
ento, is very much enthused over the 
announcement of the new agents man- 
val, policy form and application, whic! 
have just come from the head office. 
Mr. MelIntyre is building up a success- 
ful business and agency in the Harris 
Trust buildir~ in Chicago. He believes 
that the outlook for life insurance is 
very bright. 


November 28, 1924 


MERGER IS APPROVED 


STRONG FINANCIAL SHOWING 


Action by Four State Commissioners 
Completes Deal by Which Inter- 
national Takes Over Standard 


ST. LOUIS, MO., Nov. 26.—Super 
intendent of Insurance Ben C. Hyde of 
Missouri last Saturday announced his 
official app yroval of the contract by which 
the International Life of St. Louis takes 
over all of the assets and insurance of 
the Standard Life of Decatur, IIL, whicl 
has its home offices in the International 
Life building at St. Louis. This is the 
largest insurance deal that has been con- 
summated in recent years. The Stand- 
ard Life had assets of $8,500,000 a1 
more than $81,000,000 otf insurance in 
force. The merged company will have 
assets in excess of $35,000,000 and will! 
close 1924 with about $250,000,000 of in- 
surance in force 

On Nov. 20 a special commission com- 
posed of Superintendent Hyde, Clifford 
Ireland, director of trade and commerce 
of Illinois; Commissioner F. N. Julian 
of Alabama and Commissioner Bb. T 
Bullion of Arkansas held a special meet- 
ing at the International Life’s home 
offices in St. Louis to investigate every 
phase of the proposed merger and to 
give interested parties an opportunity to 
appear and express their views on the 





matter. Approval of the merger was 
voted by the commission following the 
hearing. 


As is known, officials and stockhold 
ers of the Standard Life bought a con- 
trolling interest in the International Life 
several months ago and the two com- 
panies have been operating under the 
same administrative heads, but as sep 
arate companies since that time 

New Officers Elected 


At a meeting just prior to the hearing 
bv the state officials, the International 
stockholders elected officers who will 
serve during the vear and direct the 
affairs of the merged company. Masse) 
Wilson was reelected chairman of the 
board of directors, J. R. Paisley, presi 
dent, and W. K. Whitfield, vice-presi 
dent. Vice-president David W. Hill at 
Vice-president T. P. Hinton were als 
re-elected, while W F 
merly secretary, was promoted to vice 
president and superintendent ot ag 
Other new vice-presidents are A 
Carter and George F. Paisley John B 
Nottlemann, secretary of the I 
Life, succeeds Mr (srantges as secre 
tarv. Mr. Carter was formerly treasurer 
and is succeeded by Fred L Tiptor ilso 
treasurer for the Standard Life 

In their official announcement of the 


Graniges, tor 


approval of the merger the commissio! 
composed of the tour insurance officials 

" 11 . 
sent out the following letter to all ¢ 


the policyholders of the Standard Lite 
“The insurance departments of II 
nois, Missouri, Arkansas and Alal 
have approved the reimmsurance contrat 
between the Standard Lite of IHhnots 


and the International Life of Missourt. 
The International Lite assumes all ot 
the obligations ot the policic s heretotore 
issued bv the Standard Life. which are 
now in full force, and you should here 
after pay vour emiums to the Inter 


national Life 
‘The International Life is im tt 


hands ot able mhcers who are viving 
the business their undivided attentiol 
and time \s result of this merge! 
the International Life will have in toree 
about $260,000,000 of Insurance al d will 
have total assets of approximately 345 
000,000, It is to vour interest to | 
your insurance in force.’ 

+] _— 


The letter was signed by the 
surance commissioners jointly 

Because of the fact that the complete 
details of the merger will not be per 


fected until just prior to the close ot! 
this vear. the International Life does 
not plan to issue a complete financia 


statement of the merged companies 


the regular Dex 1 


until 


report 1s prepa 
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PROGRAM MADE PUBLIC 


NOTED 


Annual 


DILTION 
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ing an extra premium. In other word: 
if a man had heart murmur, instead of 
loading the premium, a $1,000 policy 
would be issued, with perhaps a lien of 
$500 on the policy for the first year, de- 
creasing $100 a year until at the end of 
five years the lien was entirely off the 
nolicy. This was considered thoroughly 
just and sound. If the doctor’s guess 
was right the man received a small 
amount of insurance for a large prem- 
ium. If on the other hand he was of 
such a constitution that he was going to 
live a long time in spite of his impair- 
ment, his living out the first five years 
would prove his case and he then would 
be entitled to insurance at the regular 
rate. This was so frequently misrepre- 
sented however, that it had to be with- 
drawn. Agents would place the policy 
without mentioning the lien and if a 
claim occurred there was a good deal of 
trouble to be had. 


Other Cases Mentioned 


The step rate plan on which the old 
Provident Mutual was built up is an- 
other example. Under this plan a man 
purchased a yearly renewable term con- 
tract on which the rate went up each 
year. The cost was very low at the 
time the policy was written and in- 
creased yearly. The theory was that 
by the time the insurance became ex- 
tremely expensive the assured would 
not need the protection and he could 
drop the policy. 

The gold bond is another which has 
passed out of use. Companies issuing 
this form agreed to hold the principal 
after maturity and guaranteed interest 
of five or six percent for a period of 10 
years. The premium was based upon a 
larger principal sum, and the excess in- 
terest above the usual 3% percent was 
paid out of this hidden principal. 


Investment Abuses Stopped 


The same thing can be shown to be 
true in the financial end of the life in- 
surance business. This may not perhaps 
have a direct bearing on policy forms 
but it shows that where abuses are pos 
sible, even though there are great ad 
vantages in a plan it will not stick in the 
life insurance business. The syndicate 
method of buying securities for invest 
ment of life insurance funds is the 
plan referred to. Under the present 
plan if a life insurance company wants 
to buy bonds it goes to J. P. Morgan 
& Co. or some other underwriting syn 
dicate, paying a big underwriting profit 
to the banker. If Japan decided to issue 
several million dollars worth of bonds 
in a form attractive to insurance com- 
panies the issue is underwritten by an 
international banker who makes four or 
five points on it. It seems quite logical 
that a number of life insurance com- 
panies could pool together and under- 
write this syndicate and save the four 
or five points. However, when this was 
in vogue it was open to abuses in that 
the officers in the life insurance com- 
panies got mixed up in the svndicate. 
A number of the officers would form the 
syndicate and instead of the profit go- 
ing to J. P. Morgan & Co. it would go 
into the pockets of the life insurance 
officers and their friends. Even though 
the life insurance company was obtain- 
ing fhe securities at a lower rate than 
they could be purchased under the pres- 
ent system this abuse was so flagrant 
that in the Hughes investigation it was 
ruled out. 

It has been said that the real reason 
that the life insurance agents of the 
country rallied so quickly against this 
policy is that it appears to be an en- 
tering wedge toward the reduction of 
commissions. This cannot be a public 
basis for a fight but it undoubtedly forms 
an excellent cement for uniting the 
agency forces. 


Promoted to Official Positions 


William C. Littlewood and J. G. 
Kreyenbroek have been added to the 
executive staff of the United States 
Life, both having beeh elected assistant 
secretaries at a recent meeting of the 
company’s directors. 





BIG GROUP CONTRACT 


GIVES ENGINEERS COVERAGE 


Liberty Life of Topeka Closes Contract 
With National Organization with 
16,000 Members 


TOPEKA, KAN., Nov. 25.—The Lib- 
erty Life of Topeka has just closed a 
group insurance contract with the Amer- 
ican Association of Engineers whereby 
the company is to write a semi-group life 
insurance contract for every member of 
the organization who may desire it. The 
association has 16,000 members and 
6,000 student members and all are elig- 
ible to the insurance. 

The policy forms are now being drawn 
for submission to the Kansas insurance 
department. The insurance on all the 
members of the association is to be writ- 
ten at a very low rate and with low 
commission charges. The premiums are 
to be separated from all other premiums 
and receipts of the company and the en- 
gineers are to have all dividends exclu- 
sively on this business. 

The Liberty is to create a special de- 
partment in the company to handle the 
business. There will be not less than 
20 solicitors sent out to visit the engi- 
neers throughout the country and the 
company’s new department will act as a 
service and advisory office ag! = engi- 
neers on all matters relative to life in- 
surance. 

The insurance does not take the exact 
form of ordinary group insurance. The 
policies will contain the standard life 
provisions, the optional features of the 
company’s regular policy and the usual 
loan and cash surrender clauses. Ow- 
ing to the volume which the association 
contract is expected to create the com- 
pany has arranged to cut down the 
“loading” and the usual overhead and 
other expenses on these policies and it 
also recognizes, in the rate, the moral 
hazard incident to the class of men in- 
sured 

This will result in the members of the 
association being able to secure insur- 
ance at an exceptionally low charge and 
the policyholders will also have the 
benefit of dividends from the one class 
of business. Wilder S. Metcalf, presi- 
dent of the Liberty Life, believes the 
company will be able to place this busi- 
ness at an exceptionally low cost with 
the help of the association and that prac- 
tically all of the eligible members of the 
association will be written in a short 
time. The company now has over 
$16,000,000 of insurance in force. It was 
organized in 1919 





ON SAME SALES BASIS’ 


INSURANCE NOT 


Winslow Russell Says It Can Be De- 
veloped by Methods Used for Na- 
tionally Advertised Products 


“DIFFERENT” 


HARTFORD, CONN. Nov. 26.— 
Sales methods such as have built up big 
businesses for many nationally adver- 
tised products can and will build up un- 
heard of markets for insurance, espe- 
cially life insurance, according to the 


. view of Winslow Russell, vice-president 


of the Phoenix Mutual Life, expressed 
here last week before the insurance sec- 
tion of the convention of the Advertis- 
ing Clubs of New England. 

“The chief fundamental that few in- 
surance men have yet understood,” said 
Mr. Russell, “is that the principles un- 
der which tangible products are mar- 
keted and those under which our less 
tangible product of insurance is sold, are 
the same. If this be true, then the meth- 
ods which through concentrated sales 
effort have built great markets for motor 
cars and pianos, and for food products 
and wearing apparel, can and will build 
unheard of markets for insurance, espe- 
cially for life insurance in the wonder- 
ful days of opportunity which we now 
tace. 

“The American people have been 
taught the value of so many products 
through a combination of selling effort 
that the result is too apparent to con- 
sume much of our time. The increased 
consumption of Sun Maid raisins; the 
tremendous advance in the use of bak- 
ery products; the balloon tire; the self- 
playing piano, and last but not least, 
the radio, illustrates the point. 


Factors in Growth 
“To say that insurance is different is 


an insufficient answer until an adequate 
test of its merchandisability has been 


made. What are some of the most im- 
portant factors which have built our 
great nationally and_ internationally 


known concerns? First—the application 
of the principles of research to market- 
ing with as great a belief in the need 
of such studies as has surrounded pro- 
duction during the years in which pro- 
duction emphasis has led to the success 
of great American enterprises. 
“Advertising as a concentrator of sell- 
ing effort to me holds the only answer 
to the future selling problem of insur- 
ance. There is no evidence to the con- 
trary. There is accumulative evidence 
that it has been done in every other line. 
Why not give it-a chance to show us 
what it has shown so many others?” 


CAPITOL LIFE OPENS NEW HOME, OFFICE. 


inna pia a Tt Sa 


The accompanying picture is of the first 
Capitol Life of Denver, located at Sixteenth and Grant streets. 
just been completed and thrown open to the public 





unit of the new building of the 
The building has 
The company had felt for 


some time the need for a home of its own and the new home office structure ts 
of the most modern construction and equipment throughout, making it a worthy 
addition to its home city and to the rapidly growing group of up-to-date life 


company home offices. 


CITE SELLING ABUSES 
IS BASIS OF WAR ON POLICy 


New York Agents Say Objection Is 
In Advertising and Sales Methods 
of Brokers 


NEW YORK, Nov. 26.—Objection to 
the advertising and selling methods 
used in placing the half-premium and 
half-rate policies continues to be strong 
among New York life insurance men 
not connected with the Aetna Life or 
the Prudential. It is doubtless true that 
feeling here is stronger than in the 
smaller cities, because of the broker- 
age situation. The life insurance agent 
who writes for one company only, is 
likely to run across this policy ‘only 
in case of competition with one of the 
two companies writing these forms, and 
this would occur only in a very few 
cases. 

The Aetna or Prudential agent is 
not apt to offer this policy unless he 
sees a chance to write business with 
it that he might not be able to land 
otherwise. He makes less money, and 


is only postponing the evil day when 
the larger premium idea must be “sold” 
to his prospect. But an _ insurance 


broker is not an agent. The majority 
of the brokers do not sell insurance to 
fill specific needs, the way the modern 
agent is learning to do, but instead 
strive constantly to get the most for the 
money. The broker owes no allegiance 
to any company, and would just as 
soon place the business with the Pruden- 
tial or the Aetna as any other com- 
pany. Instead of using the half-rate 
policy to fall back on he makes it a 
leader. His advertising is frequently 
misleacing. 


Object to Abuses 


In reality the feeling here is not so 
much against the contract itself, as 
against the advertising and selling that 
is being used to place the business. The 
association committeemen feel that as 
long as the policy is on the market, 
this kind of advertising will be 
indulged in. 

The following advertisement in a 
national weekly, used by a New York 
brokerage firm, calling themselves 
“agents of the insured” is typical of 
the advertising regarded as objection- 
able by the New York association: 

“If you are fair, not too fat, and forty 
-you can immediately increase your 
estate $100,000 for an annual payment 
of $1,369. This is the lowest rate for 
life insurance at this age. It is written 
only on superior lives. It is not term 
insurance, has regular cash and paid 
up values and all other options of a 
regular life policy It is the best in- 
surance for a man who wishes to in- 
crease his estate during the next few 
years with the lowest possible outlay. 
It is surprising that anything so good 
can be bought so reasonably. It is a 
brand new contract issued for the first 
time on Oct. 1. Only a few people 
can get it. Mavbe you are one of 
them. Phone Vanderbilt 2813.” 





Group Plan for $100,000 Club 

Che Great West Life of Canada is in- 
augurating a group life system for its 
$100,000 Club. The company is arrang- 
ing to take out policies of from $1,500 
to $5,000, graded according to personal 
paid for business, for each of the club 
members. The policy will be continued 
without charge as long as the member- 
ship in the club is maintained, and upon 
termination of membership in the $100,- 
000 Club, liberal conversion privileges 
will be granted. The insurance will 7 
placed on Apri] 1 of next year and will 
renew on anniversaries of that date. 
This is being done as an added incentive 
to production effort and also a construc- 
tive argument for life insurance. The 
directors of the company have agreed 
to this plan by a new by-law. Individ- 
ual certificates will be issued to each 
member of the club. 
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Over-size Pen, $7; “Big Bro."* Duofold Pencil to Match, $4; or Duofold Pencil of regulation size, $3.50. De Luxe Gilt Box Included Free in Sets 


Give Duofolds Christmas 
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to Your Employees and Customers 


Write Us at Once Naming Dealer 
from Whom You Buy 


Let us send Letters from Prominent Insurance Co.’s Who have Never 


found Any Other Gifts that Stirred Such Enthusiasm as These 


wal 
Mark U. 5. 
Pat Office 





URING the Christmas rush, Parker 

dealers will be selling all of the Duofold 
Pens and Pencils that we can supply. So to get 
a quantity for gifts toemployees and custom- 
ers,and to have them engraved in time, Home 
Office Executives, General Agents and Per- 
sonal Producers must place their orders with 
Parker dealers well in advance of Christmas. 

This is the last call. Write us today for 
prices and suggestions for engraving these 
Classics with your name, company name or 
names of employees and customers. 

34 Prominent Newspapers from New York 
to San Francisco conclusively proved that 
Parker Duofolds are the reigning favorites 
when they interviewed 2024 people picked 
at random. Sixty-six per cent more than 
named any other pen, specified the Parker 
as their first choice. 

That's because Duofold’s point is smooth 
as a polished jewel, needs no “breaking in,” 
is guaranteed 25 years for mechanical periec- 
tion and WEAR, and no style of writing can 


distort it; hence a pen a person can lend with- 
out a tremor. More than that —its hand-bal- 
anced symmetry and business-like “lee!” 
stimulate writing—they make the job a joy. 


Just Out —Over-size Pencil to Match, $4, 
or Regulation Size, $3.50 


Duofold Pens are now matched perfectly in 
color, size and mechanical excellence by the 
new Parker Duofold Pencils. This is their 
first Christmas together! And this super- 
writing teaam—called Parker Duofold Duette 
—comes in a satin-lined Gift Case de luxe 
at no extra charge. 


Higher priced gifts can't touch Parker Duo- 
fold Duette for beauty, popularity andenduring 
utility. And unless an article has these three 
characteristics it hasn't all gift qualifications. 


Duofold Pencils as well as the Pens can 
now be supplied in quantities by Parker 
dealers. Don’t overlook writing at once—else 
you'll be too late for Christmas. 


THE PARKER PEN COMPANY, Dept. 25, JANESVILLE, WISCONSIN 
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and artists. Since then thev have been | farm organizations, Mr. Stahl was able 
originate and push to the front sor 


LIFE INSURANCE COMPANY PRESIDENT ct nena age gp oo ple Ry sgPiorgede ard poten -gh onl econ Brow Bengeea 


t himseli, 
LEADER IN MANY OUTSIDE ACTIVITIES ties brainy, original, entertaining, gen- tional institutions. For instance, he 
erous, above board and high-minded. | the a man to suggest 7 deliver 
ol mal I thie larmers nae;r ‘ 


Of course there are exceptions, but they , to 
leadership t 


are ¢ xceptions.” 


verent succeeded 


HE presidency of a life insurance | of age. When he was 17 years of age, od eed Gate ¢ vet rural ft 

company and especially a new , he became associate editor of the “Ohio On account of his prominence es ¢ lin . * Tg ( —— or - 

company where the head of the Farmer,” one of the leading farm pub- farm paper publisher and his conspicu For 2 a9 < % pte’ ees 
organization is required to be all things lications of the country. When he had ©Us position im farm = organizations, |. «0 bre : ago pact cortetoe Nes th w 
in one and to look after every depart- | scarcely attained his majority, he was  "otably the Farmers National Congress beg ow c beta aoa 23 ae _ 
ment of the business requires seemingly | editor and manager of the “South & he became one of the organizers of the poco . 8 oe - -viveggald cle 7 ay 
ibout all the time that a man can give. | West” of St. Louis, a farm paper of Farmers National Life Mr. Stahl sold | scout ’ alien ; a a = ont Wi 
lohn M. Stahl is president of the Farm-. large circulation. While holding this it his papers some nine years ago so eames, rely with the psa race, 


ers National Life of Chicago and yet | position, he founded the “Farmer’s that he could give all his business time | pani it the bill 
” ; + : > ' } t pallies MOSTNE re mi 
he is just about as busy outside of his | Call,” which he published for 24 years. to the Farmers National Life. While | men tnd 
; . " Pe aqdvoca ( 
office as he is inside Perhaps no one Later he merged it with the “Iilinois Mr. Stahl was pressed into the service, 


is better known to the writers, painters Farmer” which he had founded six vears 50 to spe ak, by the people behind the | Founded Midland Authors 
ind artists of all kinds in the middle | before and published the combined Farmers National and was called upon | Mr. Stahl inded the Societ 
west thap he. Just now, his pet or-| paper, the “Illinois Farmer & Farmer's to make considerable financial sacrmice. ) Midland Authors, was its treasurer 
ganization is the Allied Arts Association | Call” for eight years. Thus he was | he feels that he is compensated, because | four years and its president for t! 
which he founded and of which he is | publisher of his own farm paper for 52 | he finds the people and everybody con- | vears. He was the first treasurer of 
now the head This is an organization | vears nected with life insurance, especially ! peer ae Fell iailnias Cl Be 
~ artists of all kinds as its name im- Published a Society Weekly the officers and agents the best people | Mr “Stahl wae the van Seneane 
otiee ‘tone heen the axceiiied o , : on earth. Mr. Stahl in* commenting on | en seg eer 
a has been the president since it During this time, Mr. Stahl dabbled ,);. phase said, “I find that life insur 
Stahi’s Interesting Career around in other kinds of writing. He nce people are commendably jealous of | 
had a society weekly which he pub-  sheir own enterprises, but even more | 
Mr. Stahl has had an_ interesting lished for a number of years in St. | jealous of the good name of life insur- 
careet He has touched life at many | Louis, which gave him an insight into ince Chev are stout of heart. They 
points and has been prominent in a_ the social circles of St. Louis, Chicago have need to be. They are animated | 
number of ways He was born and and other cities. When he went to St.) by high purposes.” 
reared a farmer. He started writing for | Louis, some 40 years ago, he became In connection with the publication ot | 


the farm papers when he was 15 years acquainted with a number of authors farm papers and in his leadership in the 


























F t h 
For more than fifteen years the present management of THE | 
CLEVELAND LIFE never, by word or deed, has made a sacrifice ot 
- = | £ ae : li ; P- . | JOHN MM. STAUML 
pl INCI} 1¢ ror expec rency. President Extraordinary 
’ No devices have ever been employed to stimulate the Company's ea a a 
financial showing or its insurance importance. It has established a | chairman of the advisory mitt 
repute for business morality, for sound and ethical insurance practices =e sch > an dog tg age 
which give the Company distinction. | Chapter of Bookfellows 
pa . . ——s de — P ‘ I past president of the Drar | 
THE CLEVELAND LIFE has built right. It stands now at the i Ranerice Sle ts Otechdcnt 
threshold of bigger achievement. Its financial status will support an pot Rr Welfare, He ‘ 
. , _ ° o reside t t the SOC | \ 
aggressive program. We can afford to pay the price for talent that 13812 in Iilinots 
. can organize territory and produce business. 7/e adventurer—the Presidential Man 
mcompetent—will receive no consideration. | Mr. Stahl can well be ref 
The man who can make good—as an agent or as an organizer wee ee 
Wk WANT HIM and will pay generously for his services. | zations to which Mr. Stahl belos 
° hy : ° ‘ as the \uthors Club of Lond 
Advanced thought in policy contract provisions and revised pre | American Academy of Political & S 
° . ° - | . 
mium rates will characterize our 1925 program. ne liaggecwrigy eit nH Sociolog 
~ ° . = | ‘ cret T \ < " Chica 
If you want a part in the bigger forward movement, address | National Arts Club of New York | 
in confidence : oe _ ve hy A ee aero 
H. M. Moore. may c President | Mr. Stahl has written son 
himselt ich as “Just Stories,” the 
| Farmer Battle o ! tt ! 
Invasion of the City of Washingto 
| HE In his personal relationships Mr. St 
}is intensely human He is deep! 
| terested in pe« ple ind the Various r 
y ryt? ly icl } 1 mitt 
OPEN TERRITORY IN | — - is witl wh ch e IS associat ‘ 
Ohio ver satile u ( Cas\ “ he . tg nee ‘ 
Pennsylvania 
West Virginia | Activity in Group Insurance 
Kentucky | here is much more business in et 
Illinois } msurance at present than there has be 
Indiana | for some time past Following the cl 
« : thot business concerns are feeling mu 
ne INSURANCE COMPANY ee 
}spend money Owing to the uncer 
| tainty as to the election and the strenget 
WM. H. HUNT, President jof the radical element, employer 
| not given to taking on any extra 
tions A number of large group cases 
HOME OFFICES, CLEVELAND, OHIO have been closed recently. One of th ' 
. largest was the Westinghouse Airbrake 
Company of Pittsburgh, which was 
— — ta j taken by the Equitable of New Yor! 
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ee wn Fa 
mh | WORK 
Fore Sh | a 
ics ke | 
m ert a : | 
ae ese Se 
9 ¥ rt a Fi The world has gone to work. The company or individual 
‘ ¥ sae F uF : who adjusts himself to this idea is going to come out on 
x‘ see i TR top. The end of the War brought many grave problems 
- CEs 4 Hee of reconstruction and adjustment. Wild theories and 
: rps | Hive. | idealistic solutions were proposed to cure the world of 
5 pk PF Sinn: all its ills. Each was laid aside, and the world simply 
: a j . went to work. With the passage of time many of these 
seemingly impossible problems have worked themselves 
out. 
Now that most of these problems are out of the way, 





we are entering upon a period of increasing prosperity. 





New Home Office Building The workers—the doers—are alone responsible. The 
720 N. Michigan Ave. a a 7 
y Gas Central Life and its agents have not been idle. We are 


justly proud of our record of progress and by dint of 
Agency Openings in continued hard work we know we can make even a 
Illinois better one. We are thankful at this time for our many 
Minnesota satisfied clients, and our splendid agents who have sold 


Kansas satisfaction to these clients. 
lowa 

South Dakota 
Texas 
Missouri 
Nebraska 
Michigan 


vards 


To the lies Go the Reu 


The Central Life Insurance Company of Illinois 


720 North Michigan Avenue 
CHICAGO, ILLINOIS 

















THE NATIONAL UNDERWRITER 


November 28, 1924 

















STATE MUTUAL LIFE INSURANCE COMPANY 


OF WORCESTER, MASSACHUSETTS 


Incorporated 1844 
has just entered the State of 


IOWA 


and contemplates establishing General Agencies at important points 


B. H. WRIGHT, President 


D. W. CARTER, Secretary 
STEPHEN IRELAND, Superintendent of Agencies 
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Policyholders’ 


50.97% 


of the new business issued by The Northwestern 


Life Insurance Company of Milwaukee, 


Wisconsin, in 1923 was upon applications of 
members previously insured in the Company. 
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Once a Policy- 
holder—Always 
a Prospect. 
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THE NORTHWESTERN MUTUAL LIFE INSURANCE COMPANY 


MILWAUKEE, WISCONSIN 


W. D. Van Dyke, President 
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ROCKFORD LIFE 


For direct contract with Company, write to 


FRANCIS L. BROWN, Secretary and Manager 


ROCKFORD, ILLINOIS 




















MORE STEAM IS USED 
COMPANIES OPEN THROTTLE 
Agency Departments Feel That Now Is 


the Time to Make Drive for 
Business 





Life insurance companies with but few 


exceptions are preparing for a larger 
business next year. Many companies 
that have been trying to hold their or- 
ganizations together in the rural dis- 
tricts and have been through fire and 
brimstone, now believe the tide is 
turned and that for the next few years, 
a much better condition will be found 
throughout the agricultural sections. 

The result of the election has had a 
tremendous effect on business. At least 
it has created a feeling of security and 
confidence. It has brought about a com- 
fortable mental attitude. The reaction 
of the stock market has been phenome- 
nal. Issues have increased to a point 
that makes new records. Throughout 
the country, large contracts have been 
placed. Merchants are buying more 
freely. 

Steck Market Is Active 

There is an active market for all kinds 
of securities. Money that was held back 
is now being put into the investment 
field. Many general agents believe that 
now is the time to strengthen their or- 
ganization, to get good men, to train 
them well, and to put more fire and 
vigor into their present producers. 
Some companies anticipated the presi- 
dential election and began in the sum- 
mer to stimulate business and to add 
to the organization. Agency men have 
been visiting different parts of the 
country and are enthused with the out- 
look. States like the Dakotas, Minne- 
sota, Nebraska, Montana and others that 
have been particularly hard hit by the 
depression are coming back. 


Will Seon Feel Rebound 


The general sentiment is that life in- 
surance will begin to feel a rebound 
about Mar. 1. That is, by that time the 
tide of prosperity will be rolling along 
in a very happy way. The general busi- 
ness world was somewhat suspicious as 
to what strength the radicals could 
muster at the recent election. The fact 
that in the so-called radical states, the 
showing has not been what it was an- 
ticipated, has had a very quieting effect. 
The railroad companies are in a much 
better frame of mind. They feel that 
President Coolidge will call off the dogs 
of war and that business will not be 
hampered and harrassed the way it has 
been in the past. 

Altogether the life insurance outlook 
is decidedly promising. <A bigger drive 
will be made for business, more men 
will get into the field and more steam 
will be put on. 





Mutual of Illinois Buys Building 


The Mutual Life of Illinois has pur- 
chased for $62,000 the two-story brick 
building at 411-413 South Fifth street, 
Springfeld, Ill, for its home offices. 
The building has a street frontage of 
40 feet and extends back 153 feet. The 
company has occupied the quarters 
since it was forced to move from Fifth 
street and Capitol avenue to make way 
for the new Abraham Lincoln hotel. 





New England Mutual Meeting 
The annual meeting of the New Eng- 
land Mutual General Agents Association 
will be held at the Drake Hotel in Chi- 
cago, Feb. 5-7. Clarence N. Anderson 
of Des Moines is president and Edgar 

C. Fowler of Chicago vice-president 


Prudential Convention 


The Prudential will hold a conven- 
tion at its home office for the managers 
and superintendents Jan, 28-30. 
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NOW GIRD FOR ACTION 
KANSAS CITY GOES TO WORK 
Plans for National Convention Launched 


at Association Meeting at Which 
George Lackey Spoke 


KANSAS CITY, MO., Nov. 26— 
George E. Lackey, vice-president of the 
National Association of Life Under- 
writers, was the speaker at a session of 
the Life Underwriters of Kansas City 
recently, when the first steps were 


taken towards the national convention of 

1925. Formal announcement was made 

of the appointments by President Clegg 

of the local committee chairmen and 

some of these had preliminary reports to 
nake of plans already under way. 

Mr. Lackey, in his address, sketched 
the work of the National Association, 
particularly the main theme brought out 
in recent national conventions. Referring 
to the Los Angeles convention, he men- 
tioned particularly Dr. Huebner’s ad- 
dress—and added a list of the books 
which Dr. Huebner is to write, which 
Mr. Lackey said would be an invaluable 
service to life insurance. He urged 
m 1embers hip work, and taking advantage 
of all the oj pportunities which a national 
convention offers for building enthus- 
iasm for the profession in the territory. 
He sketched the plan of Oklahoma in 
building organization spirit, promoted 
from Oklahoma City, a plan which Kan- 
sas City is adopting, adapted to the sit- 
uation in Missouri and Kansas. 

George H. Forsee, special agent of the 
Northwestern Mutual Life in Kansas 
City, delivered an address which, while 
it was one of the series of helpiul and 
inspiring talks on the local association’s 
winter program, was also in line with 
the National Association program. In 
this respect it keyed in with the national 
convention atmosphere. Mr. Forsee dis- 
cussed the presentation by life men, of 
the subject of life insurance as “home” 
matter, for all the members of the family 
to know, understand and appreciate. The 
local association will carry out a pro- 
gram of presenting life insurance to high 
school pupils and women’s organizations 
this winter, providing a practical demon- 
stration which may be of real value for 
convention discussion. 

In concluding his remarks 
National Association work, Mr. 
said: 


on the 
Lackey 


Prospects for 1923 Convention 
Now, for what the 1925 convention is 
going to do for Kansas City and what 
Kansas City will do for it. For you gen- 


eral agents, I believe it will be a great 
schooling for your organization. A 
vision will come to a new man in the 
business by seeing the big men It will 


raise your ethical standards in this city 
very materially It will make your 
clients and business friends and 
ciliates think well of the busir 
you are in, because the entertainment of 
a National Association of Life Under- 
writers is something that thousands in 
Kansas City will know about I think 
the effect of this meeting will be re- 
flected in your activities for many years 
to come. The tasks that lie before you 
are many and varied. 

You are going to receive the untiring 
support of your neighboring states, such 


asso- 


ress that 


as those that bound you on the north 
as well as Kansas, Oklahoma and Texas 
on the south and west T can speak 
knowingly of the last mentioned states 
because I am in the heart of their ac- 
tivities, when I tell you that you may 
expect three or four trains from Texas, 
Oklahoma and Kansas One local com- 
pany, the Kansas City Life, has an agen- 
cy in Texas. with approximately 375 
men, and with their leader, Orville 
Thorp, who is also ex-president of the 
National Association, I am sure that he 
will bring a whole train load, himself 
I have noticed that the Grange Life of 
Michigan has already offered free rail- 


road fares for certain productions You 
have several local companies here, that 
will, no doubt offer their men the free 


trip for certain amount of business done 
Des Moines is not far away, and should 
contribute liberally, both through Its 


BURNET WON VICTORY 


VOTING TRUST GETS CONTROL 





Clash Between Two Elements of the 
Continental Life of Delaware 


Is Now Ended 
President Philip Burnet of the Conti- 
nental Life of Wilmington, Del., seem- 


ingly has been able to secure control of 
he company by getting a deposit of 
stock in an amount sufficient to assure 
the creation of a voting trust There 
was a sharp clash with George E. 
Saulsbury ot Baltimore, former vice- 
president and the largest individual 
stockholder. Mr. Saulsbury has been 
iden tified with the company since it was 
established. However, very radical dif- 
ferences of opinion arose between him 


and the other officers as to the policy of 


the comp any. 

Mr. Saulsbury together with some of 
his men then stated they would be will- 
ing to withdraw from the company and 


sell their stock hey set a 


Bh -egee- “gl 
which the management declar 


price on it 
ed was too 











high Then, Mr. Saulsbu retaliated 
by offering to either buy e stock of 
the others or sell his at the same price 
The management refused to deal with 
hin id hence he wer t the arket 
to ircl ‘ try t buy 
el contr The 
1 is De¢ ae sited 


with the Wilmington 


Mr Surnet is a man of hi 
excellent executive and a successful life 
underwrit er. 


Reinsured in Northern States 
the Trave lers Mutual 


he business of 
Indianap« 
i; the Northern 





companies and agents to make this con- 
vention a success, 
I do not know 


committee has set as a 


rship 


what your membe 
new figure for 


you, but I feel that you should, at least 
have 500 new members by the time of 
the convention, You know Charles Je- 


rome Edwards offers a silver loving cup 


each year to the association showing the 
greatest gain in new members The 
standing for 1924 was as follows Los 
Angeles, first; New York, second; Phila- 
delphia, third, and Oklahoma City 
fourth. In the view of the fact that my 
little city, down among the Indians and 
oil wells made such a good showing 


and ranked along with cities with a mil- 





lion to seven million population, I am 
going to tell you our secret President 
Day and I went out over the state and 
organized unit local associations in 
towns of from 10.900 un, and s that 
they had officers elected and functioned 
in regular course We changed our by- 
laws, and automatically made each pres- 
ident one of our vice-presidents Thev 
are regular units of our Oklahoma City 
association, but are functioning with 
monthly meetings and we furnish 
them a speaker I want Kansas City 
to win that loving cup 


Points to Association Benefit« 


There are many good reasons why 
every life underwriter should belong 
the association You know the butchers 





bakers, b pace everybody els 


arbers . 
nore of their time and money to 


vote nm 
their organizations than we do, and what 
would vou think of a doctor or lawyer 


belong to a county. state 
°’ We spe 
great business 


who did not 
nd national 
little money in 
we are in; even 
of tools, and proba 
of vou who have not spent as mu 
as $10 for a library with which to fit 
vourselves for one of the greatest bu 
the world 


association 
this 
carpenters buy $3 
worth 


some 


nesses In 


Another creat inspiration which comes 
t all of these conventions is the fact 
that the men get to look at the bie men 
in the business, and see that they are 
averace, human beings, and that it its 


for evervbody to be mil 
if they are will- 


nossible 
lar men In this business, 
ing to pay the price. 

















Penn Mutual Conventions 


At our Eastern Regional Convention in September there 
were twenty-four Field speakers, and only five Home Office. 
They touched almost every phase of salesmanship,—prospect- 
gathering, income plans, mail plans, approach, closing, in- 
heritance tax coverage, etc. Star salesmen gave their standard 
sales talks. In brief, there was a comprehensive and intensive 
survey of salesmanship. 


This form of Convention is but one evidence of the modern 
method of instructional co-operation between our Home Office 
and Field. 


We have places for men and women who believe that con- 
stant life insurance education is as necessary as constant in- 
dustry. 


The Penn Mutual 


Life Insurance Company 
Philadelphia, Pa. 


Organiacd 1847 














“<GLOB 


This is away above the average of all Life Insurance Companies in the 
United States combined. It is a record we are very proud of and it shows 
how our policyholders appreciate the great service The Globe gives. 


CLAIMS PAID BY RADIO--TELEGRAPH--SPECIAL DELIVERY 


OF CHICAGO, ILL. 


PROGRESS OF THE GLOBE 


Results for 1923 


GAIN IN INSURANCE IN FORCE 83 per cent 
GAIN IN INTEREST 31 per cent 
GAIN IN INCOME 26 per cent 
GAIN IN ASSETS 23 per cent 
AVERAGE GAIN IN ALL ITEMS. 41 per cent 


MUTUAL LIFE 
INSURANCE COMPANY 





T. E. BARRY, President, General Manager and Founder 
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development. 


Write or wire for further information 


SAN JACINTO LIFE INS. CO. 


Beaumont, Texas 


H. M. HARGROVE, President 


HE Company with the personal contract offers ex- | 
cellent openings to clear-thinking, red-blooded 
agents who like to cooperate with the home office and | 
who will in turn be given every possible aid in their | 











IN 


"LA FAYETTE LIFE 


AGENCY CONTRACTS CONTAIN BENEFICIARY PROVISIONS 


DIANA OHIO ILLINOIS IOWA 


LA FAYETTE, INDIANA 


MUTUAL LEGAL RESERVE 


MICHIGAN 











KANSAS KENTUCKY MISSOURI NEBRASKA 
A text book for beg & & review bok ipet x L a book that every life insurance man should 
have—Jacob A. Jackson's “Easy Lessons Li surance Si.se, indu « Quis Book supplement The 
Na al Underwriter Ineurance Exchang | as . 
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i) Business men 


BUDGET 


lines. 
on request. 





Vice-President-Elect ; d 
tional acclaim by working out a budget for the United 
States Government. This was adopted as the only prac- 


NODE Ses TOD GOED, CIE ee CDE ee he +2 


Uncle Sam and President 
Coolidge Keep Budgets— 
Why Not You? 


Charles G. Dawes earned na- 


Ny tical plan of reducing unnecessary Federal expenditures 
ine? and of knowing the financial status of the nation. 
ry President Calvin Coolidge says that he keeps a per- 
ow sonal budget and runs his home on that basis. He 
; believes in it for himself and for others. 


and practical women (of large as well 


as of small income) have put their homes on the budget 
basis, or believe 
If you have found the budget system easy to operate 
at home, we believe a copy of the JOHN HANCOCK 
SHEETS 
If, like some others, you believe a budget is too much 
trouble, then we want you to see how simple is the 
é John Hancock Budget. 
This would help you to start 
Without charge or obligation a copy will be sent 


it a good thing to do so. 


would interest you particularly. 


1925 along the right 





Ye, 
ley 
io), Lire INSURANCE COMPANY 
hal OF BOSTON. MASSACHUSETTS 
89, 197 Clarendon Street, Boston, Massachusetts 
' 
Away » ; ; : ; 
w, Over Sixty years in business. Now msuring over Two 
es Billion dollars in policies on 3,500,000 lives. 























ness. 


life insurance service. 


THE MUTUAL LIFE 


The Mutual Life Insurance Company o: New York has a 
record of EIGHTY YEARS of prosperous and successful busi- 
It has passed through panics, pestilence and wars un- 
harmed, and to-day, as a result of eight decades of endeavor, 
offers financial strength, reputation, magnitude, leadership, and 


Those considering life insurance as 
a profession are invited to appiy to 


The Mutual Life Insurance Company 


of New York 


34 Nassau Street, New York 

















CAN YOU QUALIFY 


For a General Agency proposition in Missouri, 
Minnesota or South Dakota, with a Company 
which gives real service to its Agency force, 
and under direct Home Office connection. 


Des Moines Life and Annuity Co. 


“The Company of Co-operation’’ 


DES MOINES - ~ - - ° 


IOWA 























ORGANIZING COMPANY 
WILL PLACE ON STOCK BASIS 


Inter-Northern Mutual Casualty of Chi- 
cago Plans to Begin Business 
in January 


The Inter-Northern Mutual Casualty 
of Chicago is being organized for the 
purpose of writing accident and health 
business at present. Its home office is 
at 108 S. La Salle street, Chicago. Ac- 
cording to the statement of M. E. 
Daniels, who is acting as president 
during the process of organization, the 
company is to be placed on a stock 
company legal reserve basis as soon as 
possible, and later it will organize a 
life department. 

No commission is being paid on the 
. stock, the entire amount paid 
in by subscribers being placed in the 
hands of three trustees to be invested 
in collateral acceptible to the Illinois 
department. The sale of stock is being 
handled through the company’s own 
subsidiary brokerage company. The 
money is to be invested by the trustees 
as rapidly as it is paid in so that the 
company will have an income from in- 
vestments from the very start. 


sale of 


Reinsured by Federal Life 


For the present it has planned to 
write only accident and health business, 
and a contract has been signed with the 
Federal Life of Chicago to reinsure all 
business over $500. After it has been 
placed on a stock company basis and 
has established a good volume of busi- 
ness, the life insurance department will 
be placed in operation. Mr. Daniels ex- 
pects to have the formal license issued 
within a few days. The company hopes 
to secure the services of an experienced 
insurance official for the presidential 
otice ot the company in its permanent 
form, according to Mr. Daniels. 

Negotiations are being conducted with 
the officers of a strong and influential 
bank to act as advisers in the matter of 
handling investments. Mr. Daniels 
states that these officials have already 
given their tentative approval. 


Will Promote Agency Development 


Mr. Daniels was for 14 vears con- 
nected with farnhart Brothers & 
Spindler, manufacturers of type and 
type metal, of which he was general 
manager at the time he resigned to 
engage in the accounting profession. 


For some time he was president of the 
Bankers’ Audit & Appraisal Company, 
which is no longer in business. Since 
1921, when he liquidated the company, 
Mr. Daniels has continued work in the 
accounting profession. He is acting as 
president of the new company only dur- 
ing the of organization, and 
plans to devote his attention to agency 


process 


promotion after the compay has been 
started. 

According to Mr. Daniels, the com- 
pany is now ready for a license, but 
does not intend to applv for it until 
the rst of the year, so that it can 
have a full year’s report in its first 


\s soon as the accident and 


Statement 


health department has been licensed and 
started in business the organization of 
the life department will be undertaken. 


Dr. Benjamin H. Breakstone, presi- 
owner of the West End 

Chicago, is to act as a 
i but not as_ chief 
hospital duties 
time. He will 


dent ind 

Hospital of 
medical supervisor, 
medical director, as his 
occupy too much of his 
handle all local hospital 
company In addition Dr. Breakstone 
will be a vice-president and director 


List of Incorporators 


Following is a list of the 20 incor- 
porators 

Otto Heyer, restaurant owner! J B 
Collins, electrical contractor; R. A. Ham 
ilton, insurance; Fred K, Weston, insur 
ance: M. E. Daniels, accountant; Dr. Roy 
I. Hardin, M. D.; C. O. Brown, treasurer 


Laboratories; August Groenwald 


Abbott 


cases of the 
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GIFT IDEA FEATURED 


OFFER CHRISTMAS POLICIES 


Several Companies Have Prepared Spe- 
cial Forms to Appeal to the Spirit 
of the Season 


life insurance companies ar 
getting special Christmas policies 
containing some unique features. The 
Equitable Life of loaw is offering on 
policy that the husband may present to 
his wife as a Christmas present. This 
provides an annual income payable 
every Christmas, so long as she lives, 
after her husband’s death. The idea is 
for the husband to present the policy 
to his wife on Christmas day, explain- 
ing that it is to be the means of pro- 
viding Christmas joy for the entire 
family, in case he is unable to do so 
himself. All literature and stationery 
involved in the campaign are embel- 
lished with wreaths of holly, printed in 
red and green, and the Christmas spirit 
is exalted in the appeal made to the 
husband. 


Several 


out 


Offers Gift Policy 

The Pacific Mutual is issuing a 
Christmas gift policy, written in units 
of $50, payable annually in December of 
each year for 20 years certain. Each 
unit requires $735 of insurance, and on 
a basis of the ordinary life plan at age 
an annual premium 


35, it would carry 
of approximately $15. It is thought 
that this form will afford an unusual 


and interesting approach, and permit oi 
a variation in the usual life insurance 
appeal, and the cost is so small that it 
eliminates the “can’t afford” objection 
It is expected to prove valuable as an 
entering wedge. 

The Fidelity Mutual Life also is push 
ing the sale of its seasonal policy, un- 
der which an annuity in the form of a 
Christmas gift is paid every December 
as an annual reminder of the donor. 

The Penn Mutual, following its usual! 
custom, is preparing a red and green 
holly decorated policy. Few policies are 


issued specifically as Christmas gifts, 
as the holiday spirit is an entering 
wedge for the sale of all kinds. The 


company has prepared beautifully en- 
graved cards for its agents to send to 


policvholders and prospects. 


Solarium Is Dedicated 


he office force of the Central Life ot 
Chicago held the first of a series of 
parties in the solarium of its new home 
office building Nov. 20. The solarium, 
one of the most beautiful rooms of its 
kind in the used for dancing 
and games and the directors room, ad- 
joining, was filled with card tables for 
those who did not dance. This occasio1 
dedication by the employes o! 
and of the reproducing 
piano that furnished the musi 
dancing. These parties are put 
by the office mont! 1 


ill continue th vear. 


city, was 


was the 
the solarium 
grand 
for the 
force each 
roughout the 


tailor; G. J Kunz 
S. Schmidt real 
cleaner and dyer; Alex Furgesor fur 
eral director; 
cream parlor: A. L. Matschke, } 
contractor; James B Sy 
Theodor Ahlburn 
Twitchell, excavating « 
Kramer, cashier Montrose 
ings Bank: Joseph Dorar 
Montrose Trust & Savings 
McCrave 

The tentative list of dire 
follows Dr. David B,. Eaton; Dr 
Hardir Alwin A. Glos 
Covert Company, Lockport, N. ¥ 
Frank S. Schmidt, real esta 
Brown, treasurer 
R. A. Hamilton 
insurance Ss P 
Springfield, O rR. W. Test, wholesal 
goods, Baltimore Md.: Gordon S. Wa 
man, assistant treasurer, H. D 


lumbing 
mons talio 
radio store; Dave 
ontractor 1 H 
Trust & 3S 
paying 


Bank; © 


tors is 


Roy 


(Gear 





pany, Kansas City, Mo 





eee and 
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] 
Do vou believe that miracles happen? Do you think companies 
grow—men succeed—without effort? The so-called miracles ari 
invariably the result of hard work. No man just happens to suc 
ceed—there is no miracle connected with success 
But when a man works hard and has the interest and friendly aid 
of a company like the Peoples Life, he does work miracles. But 
note that he works the miracle—the miracle doesn't just happet 
In our organization there are many places for men of this type 
No company can have too many of them. 
sal ta 9955 
| t ity cone ea 3? 
| 
| 
| : TN SUARNNO CONN 
| 
PEOPLE’S LIFE BUILDING Chi Illin ” 
icago, ois 
A. E. Sullivan A. M. Griffin 
State Supt. Indiana Address Home Office with reference State Supt. Missouri 
505 Lombard Building to available territory in Illinois Baltimore Hotel 
| Indianapolis, Indiana and Ohio Kansas City, Mo. 
| 
tory of the - | 
The School of Instruction 
Having decided to n ike lite nsurance your voca = stay with you until vou do succeed There 1s H 
tion and profession, you naturally wish to go to a obably no other vocation or profession that gives 
school ot instruction as nuch attention to schooliny. The executives of 
[The young men who select the law, go to law the company are good salesmen and teachers, and 
school; those selecting medicine, go to the medical General \gents of the Company are good sales ® 
‘ school Men in every other line of endeavor, who men d good teachers, who realize that they must 
have long be considering this field, earnestly want give it full measure of service; who put their integrity | 
to know where you will find your proper scho nd ability behind the thing they are doing, and } 
f instruct vehind the men in their employ; who give the last | 
This Compa aint here ounce of service to their policyholders, and who co I 
Louisville, a1 he n Chicag Florida perate fully treely with the banks and trust | 
wo inl ina, three Ohi ig mpanies in their communities You will find a 
the territ¢ h tra ne So do good company has to offer you the scholastic cours 
every ‘ \ Some ll th (x nstruct 1 eeded 1 re re 
\ere es, « < call he by Ag es Re Wi to € g e 1 ira ympany today 
gardle of what ce ly t ou will giving them ur age, qualifications, and all personal 
f adequate school wi « ost matior 1 wish t " th ur vocation 
< 1 i tl el Ne Tessie i} 
‘ 1 wi k c vith Thi our | 
. ¢ ' Thev go with vou 1] 
T “= 
STATEMENT OF PROGRESS 
Total Reserve and 
{ Admitted Insurance Surplus to 
Jan. 1 Assets in Force Policybolders 
eae ms $ 326,508.78 $ 3,182,597.00 $ 271,952.37 
IS aca:aen wine a teatnsinsis elas 1,719,228.64 15,088,585.00 930,680.98 
RE etnies 4,506,612.89 36,260,222.00 4,396,139.55 
= — . eee 4,664,170.30 37,000,000.00 4,542,698.10 
INTER: SOUTHERN LIFE BUILDING. 4,820,779.76 37,800,000.00 4,803,670.12 
OWNED BY THE COMPANY 1920 ......... 5,494,297.54 45,569,851.00 5,386,694 .08 
1921 6,143,069.31 57,901,271.00 6,045,958.S2 
DN ddkbcncnschaanees 6,873,447.45 59,204,201.00 6,773,280.06 
Sn bichdsaas 7,371,274.27 62,591,398.00 7,332,928.21 
1924 10,464,497.66 88,502,568.00 10,391,747.71 
1924 (Sept.) - 11,100,000.00 94,500,000.00 10,620,000.00 
! Eighteenth Year JAMES R. DUFFIN, President LOUISVILLE, KENTUCKY 
| 
Is A GOOD COMPANY ! 
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IOWA 


OPPORTUNITIES 


with 


THE INDIANAPOLIS LIFE 
INSURANCE COMPANY 


In Iowa For District Managers 
The Company Has Just Entered the State of Iowa 
COMPANY’S AGENCY PLAN: 


Compact territory, worked intensively, under 
capable district managers, with liberal first-year 
commissions, and renewal contract direct with 
home office. 


QUALIFICATIONS 


Under 45 years of age, good health, good education, 
ability and experience both in personal sales and de- 
veloping men. 


WORKING TOOLS 


A Purely Mutual Company—19 years old. 

$46,000,000 Insurance in Force. 

Low Initial Premiums, reduced by liberal annual divi- 
dends, resulting in Very Low Net Cost. 

Satisfied Policyholders, and 

A clean and wholesome record all the way through. 

In 1923 and 1924, the Company paid an EXTRA DIVI- 
DEND OF 20%. 

An average of 26% increase in dividend scale goes 
into effect November 15, 1924. 


DIVIDEND RECORD OF POLICY No. 809 
Issued, 1906 
$10,000—20 Payment Life—Age 35 


Annual 
Dividend 





Net . 
Premium 
$331.60 
290.30 
288.90 
287.00 
285.80 
284.50 
283.60 
277.70 
275.80 
274.20 
205.50 


269.80 
267.30 
331.60 
270.50 
261.50 
258.60 
255.80 
237.20 


Year 
CR ee ees oe ee 
a 
 & eer 
a 
TERMS 
are. 
eee 
Pe ye 
ES eer ey 
— See 
1916............€Reg. Div.) 59.80 
(Extra Div.) 66.30 
ee ee en ee 
Fee eee 


ee arererr rrr ret 
Ss 54 9dadtledha's we casn0eweeee 
70.10 


SSP rere rerio = 
73.00 


To ia. ckuiatch none e encanta 
SS 3 oy os a ER ald ences ie sass ab 
1924............(Reg. Div.) 78.70 

(Extra Div.) 15.70 


For Particulars Write Home Office 


FRANK P. MANLY JOE C. CAPERTON 
President Agency Manager 

















STRONG CASE FOR “NON-CAN” 


Arguments in Favor of This Form of 


Disability Cover Are Given by 
Ten Broek 


GRAND RAPIDS, MICH., Nov. 26. 
—Taking exception to criticism of the 
noncancellable health and accident pol- 
icy by a general agent recently quoted 
in THe NATIONAL UNDERWRITER, James 
Ten Broek, a member of the general 
agency firm of the Continental Casualty 


| at Grand Rapids, has come to the de- 


fense of the “non-can” policy and re- 
plied in detail to the statements made 
by the general agent who does not ap- 
parently hold this form in high regard. 
Mr. Ten Broek said, in part: 

All Forms Have Troubles 


It may be that a frank discussion of 
this comparatively new form of protec- 


| tion would accrue to the benefit of the 
| companies whose interest he has, and 


rightly so, so much at heart, notwith- 
standing the value of the majority of 
older insurance companies’ stock, and 
also the men in the field, for I believe 
the large majority of agents, writing 
any volume of health and accident busi- 
ness, will agree that of recent years the 
commercial, or cancellable, disability 
business has not only been a source of 
financial loss to the afore-mentioned 
companies, but also a source of annoy- 
ance to the producing agents due to the 
influx of minor claims, consisting of doc- 
tor bills, ete., and the continual action 
on the part of the companies of requir- 
ing waivers on certain recurrent dis- 
eases. This latter has caused more ill- 
feeling, I believe, between the insuring 
public and the agents than the calling 


| of the assured’s attention, when a claim 


is pending, to the fact that his policy | 


contains a certain elimination period. In 
passing may I add that to overcome this 
feature, to a certain extent, our agency 
has made a practice of remfnding our 
assureds of the elimination feature with 
every renewal notice. 

Further, I would be interested in 
knowing if that general agent has caused 
his workmen’s compensation business to 
be cancelled in view of the fact that his 
company is quite likely to lose money 
on this form of underwriting and be- 
cause the majority of state industrial 
accident boards are so prone to radi- 
cally favor injured employes. 


Criticisms Are Countered 


This gentleman also makes several 


| references to the action of the attending 


| holds a noncancellable contract. 


physician employed by the claimant who 
Does 
he entirely overlook the provision in- 


| cluded in the majority of disability poli- 


cies which permits the company physi- 

cian to make examination whenever the 

insuring company requires? 
Continuing, allow me to say that I 


|agree that a careful selection of risks 


must be made by the writing agent and 
the home office underwriting department, 
but it is my firm belief that there is 
much more malingering done among the 
class of workmen who could not buy a 
$500 or $1,000 a month contract than 
among those that can. 

The executive, the $10,000 a year man, 


| has as part of his ability that makes 


| his 100 


him such a man, a certain amount of 
ambition which would not allow him to 
stay at home and collect 70 or 80 per- 
cent of his income from a policy when 
he might be back “on the job” and make 
percent and probably by his 
efforts increase this income. His busi- 
ness is too urgent, of too much impor- 
tance, and where the mechanic and 
tradesman need a policy that will give 
him first day coverage, the executive, 


| who will have his salary continued at 





least for several months, can afford to 
carry this minor risk himself, the differ- 
ence or saving in his premium taking 
care, in a measure, of the smaller claims. 

This belief has been substantiated by 
all of the noncancellable policyholders 


REPLIES TO CRITICISM | 


of this agency and gives weight to the | 


fact that there was and is a very urgent 
demand for this form of protection. 


Not Comparable to Others 


I take exception also to his statement 
that there is no more need for noncan- 
cellable health and accident insurance 


IS HELPING THE AGENT 
CAN TAKE A LARGER AMOUNT 


Reinsurance Contracts Enable the 
Equitable Life of New York to 
Stretch Net Retention 


NEW YORK, Nov. 26.—The Equita- 
ble Life of New York can now take as 
much as $700,000 on a single life. This 
has helped out the agents to a large ex- 
tent. There are very few cases that 
reach this amount. Howeyer, through 
its reinsurance arrangement, the Equit- 
able is able to take care of larger net 
lines than it has before. Its reinsur- 
ance contracts are with the Canada Life 


and the Sun Life of Canada. The rein- 
surance contract has been especially 
helpful in substandard cases. Where 


the Equitable, for instance, could retain 
but $15,000 heretofore, it now doubles 
that amount. These reinsurance ar- 
rangements being automatic, have re- 
duced all correspondence and trouble in 
getting through excess insurance as in 
the past. The Equitable agency depart- 
ment is now going very strong under 
Agency Vice-President Frank H. Davis. 
The department is efficiently organized. 
Mr. Davis has surrounded himself with 
some very active, alert young men, who 
are on their toes all the time. 


WILL INCREASE ITS CAPITAL 


Cleveland Life Will Declare a Second 
Stock Dividend of $125,000—Com- 
pany in Prosperous Condition 


The Cleveland Life directors have de- 
clared a stock dividend of $125,000. It 
has been the desire of the management 
to return to the stockholders as early 
as possible the surplus representing the 
premium paid for the original stock 
contributed during the early history of 
the company, in the form of additional 
capital stock, rather than cash disburse- 
ments. On Dec. 31, last $125,000 was 
distributed, and the present $125,000 will 
complete the return to the stockholders 
of premium paid for their holdings. The 
capital stock will then be $500,000. Pres- 
ident William H. Hunt says that the 
surplus and special funds are sufficient 
to care for any emergency and will sus- 
tain the company’s operating program 
looking to future years. President Hunt 
has made a fine record for the company. 


Equitable’s Chicago Production 

The Chicago agency of the Equitable 
Life of New York paid for $42,223,000 
the first ten months of the year. In 
October the record was $4,582,000. 
This was a gain of nearly $800,000 over 
October of last year. For the first ten 
months the company is $6,000,000 ahead 
in Chicago. The year’s business is ex- 
pected to reach $50,000,000 in the Chi- 
cago department. 








than for non-cancellable fire or burglary 
policies. In the former case the physical 
condition is fixed. I mean by that, that a 
brick building is a brick building, occu- 
pied by certain tenants, exposed by cer- 
tain buildings and under definite fire 
protection and these conditions do not 
change except in a minor way from year 
to year. The only hazard which reaily 
needs the company’s constant attention 
is the moral hazard. 


Removes Adjustment Difficulties 


Likewise, in a burglary policy, condil- 
tions are definitely established, whereas 


| a man’s earning power is based primar- 


ily on his physical and mental ability to 
attend to certain duties and his ability 
to attend to these duties may become, 
without a moment’s notice, Impaired and 
to find it necessary to hand a claimant & 
check in payment for his loss of time 
and then to cancel his policy certainly 
causes a considerable amount of hard- 
feeling and very often the loss of other 
business. 
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NO MORAL HAZARD IS FOUND 





Barry States That Increase in Insur- 
ance Written Has Been Attended 
by Falling Mortality Rate 


James V. Barry, fourth vice-president 
of the Metropolitan Life, states that the 
noticeable increase in the volume of life 
business written by all companies did 
not bring with it an accompanying moral 
hazard. Mr. Barry asserts that on the 
contrary the mortality rate of those in- 
sured has fallen during the past decade. 
Mr. Barry gives expression to these 
views in the current issue of “Ounce of 
Prevention,” the organ of the Hooper- 
Holmes Bureau. Mr. Barry says further 
that the company which writes the 
largest volume of business last year 
contested only about one-twentieth of 
one percent of all claims made during 
the vear. Suicide claims totaled $588,- 
400, the number of deaths involved be- 
ing 207. Of the total deaths only 18 
were on policies in force less than one 
year, and in 14 of these deaths claims 
were settled by the return of premiums 
paid. Policies in force five years or 
more represent 116 of the total suicide 
claims. 


Has Unusual Contest Plan 


An unusual means of creating interest 
in an agency drive has been adopted 
by the American Central Life of Indian- 
apolis, upon the launching of a cam- 
paign to raise the company’s insurance 
in force to the $150,000,000 mark by 
Dec. 31, recognizing the interest in 
guessing contests, the company has es- 
tablished one of its own, taking as the 
subject, its own agency drive. All 
agents and employes of the company 
will be free to enter a guess on the 
question, “How much paid-for accepted 
business will the company have in force 
Dec. 31?” There will be $275 in prizes, 
going to 25 persons making the closest 
estimate of the final figure. It is be- 
lieved this will stimulate interest in the 
drive, not only on the part of the field 
men but the entire organization, and all 
will watch with interest the develop- 
ment and progress of the campaign. 


Connecticut General Cleared 


Commissioner Button has decided to 
dismiss complaint against the Connec- 
ticut General in the so-called Baker 
Royer twisting case that the company 
adopted a new plan of reinstatement 
in conection with one of the policies 
figuring in that case without notifying 
the Virginia department. His deci- 
sion was reached this week following 
a conference held with John Izard, 
general counsel for the Connecticut 
General, who explained that the rein- 
statement was in accordance with a 
general practice of the company and 
was not a new plan as charged. Un- 
der a ruling of Commissioner Button, 
companies operating in Virginia must 
notify him whenever a new method of 


Will Do Transfer Work 


A. J. Hereford & Associates, 79 West 
Monroe street, Chicago, who opened an 
office to act as specialists in transfer 
and readjustment service largely for fra- 
ternal institutions, render legal service 
and give legal advice to clients if they 
desire so through Ekern & Meyers, who 
are employed as their general counsel 
They are, however, not partners in the 
business. A. J. Hereford has had quite 
an experience in insurance and adjust- 
ment work. His father A. L. Hereford. 
was president of the Court of Honor 
and is responsible for the development 
and organization of the Springfield Life 
which took over the Court of Honor 
business. 














MR. INSURANCE AGENT: 


Have you a friend not now in the Insur- 
ance business who is letting “Easy Money 
Slip Through His Fingers” and who you 
would like to see make more money? 


Accident and Health Insurance is easy 
to sell, and is a good income builder. 


The Pan-American issues Cancellable 
and Non-Cancellable Accident and Health 
Policies. Its policy contracts are liberal, 
up-to-date, and cover the needs of any 
prospect. 


If you know of anyone you want to see 
obtaining an independent income just a 
bit sooner than the “other fellow,” have 
him write to 


TED M. SIMMONS, Assistant Superintendent of Agents 


PAN-AMERICAN LIFE INSURANCE CO. 


NEW ORLEANS, U. S. A. 


CRAWFORD H. ELLIS E. G. SIMMONS 


President Vice-President and General Manager 
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The Last Ten Per Cent 


‘To secure the application it is usually 
necessary to apply the last ten per cent of 
selling service. 

Midland Mutual men have a distinct ad 
vantage at this point. They hold in reserve 
the service of the Life Extension Institute's 
free Health Examinations furnished annu 
ally to $5,000 policyholders and less fre 
quently to holders of smaller policies. 

Let us tell you of the many other rea 
sons for representing 


The 
Midland Mutual Life 


Insurance Company 
Columbus, Ohio 


“(Its Performances Exceed Its Promises’’ 


General Agency Opportunities in 
Indiana, Michigan and Pennslyvania 











Over 142 Million Policies Now In Force 


Only four other life insurance com- 
panies in America have more policy 
contracts in force than this com- 
pany. The following figures show 
its remarkable growth in the last 
ten years: 





Jan. 1, 1914 Jan. 1, 1924 
OGG +. scshucipieeed $ 7,804,230 $ 40,113,271 
Policies in Force..... 
Insurance in Force. 


73,455,636 351,149,583 





Attractive opportunities open to competent agents in Ohio, Indiana, 
Kentucky, West Virginia, Pennsylvania, Michigan, Illinois, Missouri. 


The Western and Southern Life Insurance Co. 


W. J. WILLIAMS, President CINCINNATI, OHIO 

















A Company with Friends Everywhere 


The agent who is selling insurance in this Company, which 
for seventy-three years has been rendering unexcelled service, 
does not work alone. Wherever he may be, he finds enthusiastic 
friends ready to help him by testifying that there is no better 
company in the land than the old Massachusetts Mutual. Its 
enviable record for service and the low net cost of the protection 
furnished make a combination that assures success to any real 
worker in the field. 


JOSEPH C. BEHAN, Superintendent of Agencies 


MASSACHUSETTS MUTUAL 
LIFE INSURANCE COMPANY 


OF SPRINGFIELD, MASSACHUSETTS 
, INCORPORATED IN 1851 














UNDERWRITER 


POINTS TO NEED OF UNIFORMITY IN 


28, 192 


November 


PRACTICE ON POLICY FORM CHANGES 


ITH a view of developing greater 
W ew ormity in company practice on 
changes in policy form, James E 
loskins, assistant actuary of the Trav- 


elers, presented an analysis of office 
practice on some of the important ques- 
tions at the recent actuarial convention. 


Mr. Hoskins pointed out that there are 
differences in the 
doing business which act as a handicap 
and operate to dissatisfy the policy- 
holder For exan ple, when the policy- 
holder seeks changes in contracts held 
in two companies, dissatisfaction arises 
vhere one of these changes, perhaps un- 
intentionally, is less liberal than the 
other In regard to present practice, 
Mr. Hoskins sent a questionnaire to 
the companies, to which 64 replied. 
Some of the questions and the results 
of this questionnaire are as tollows: 
* * * 


1 
general method otf 


Do you under any circumstances per- 
mit reinstatement on terms more favor- 
uble than those provided by your con- 
tract? 

No special terms, 37 

The redating method, 14 

Special reduced charges 
circumstances, 11 

Special loan privileges not 
by contract, 2 


under some 


provided 


* 


Do you permit conversion of term in- 
surance without examination to a life 
or endowment form payable in = con- 
tinuous installments, and if so, how do 
you determine the maximum amount of 
income that may be obtained without 
examination? 

Conversion not permitted without ex- 
amination, 16 

Conversion permitted, equating insur- 
ance to present value of installments. 
including life contingency, at time of 
change, 25 

Conversion permitted equating insur- 
ance to present value of installments 
certain, 3 

Conversion permitted 
miums as explained above, 

Conversion permitted on arbitrary 
basis which approximates the equation 
of premiums, 3 

Conversion permitted equating insur- 
ance at present value of installments, 
reply vague as to whether life con- 
tingency included, 1 

x 


equating pre- 


Does a similar rule apply to change 
of a contract payable in one sum to a 
contract on the same plan payable in 
continuous installments? All but one 
company answered this in the affirma- 
tive 

* 

If as a result of a change there is a 
credit due the insured and the original 
contract has not yet acquired a cash 
value do you permit the credit to be 
paid in cash‘ 

No, 57 

Yes, 5 

If a new life or endowment contract 
is substituted for a life or endowment 
contract already in force 

(a) Do you allow any credit for the 
ld contract other than its cash value, 


Reserve if policyholder will appl it 
on future premiums, 1 

Same if contract has cash value, other- 
wise a credit which may be 
used either in one sum or to pay pre 
miums, 1 


special 


Cost of original date change distrib- 
uted over future premiums, 1 

Other special credits if contract as 
ne cast value 7 

(b) Is this credit paid in one sum 

applied to reduce future premiums? 

One sum, with or without options, 7 


Applied to reduce premiums without 
mortality, no other option 

Applied to reduce premiums or mor- 
tality and _ interest with or without 
other options Cincludes four companies 
which credit only the cash value), 5 

Applied to reduce premiums, method 
not clear from reply (with or without 
options), 6 


* 
(c) If the latter, is the new contract 


written with the fu premium or 
iced premium? 
Where the reductio vas Sta 
being withou mortality tl fu 
\ S inva bly used orf 
mpar = redu eat mortal 
terest four used } lus pr i 
the new contract and «one Lhe fu 
mium Of the six companies w 
practice was not lear, one used tl 
premiun three the reduced 
other two did t stat 
‘“ 


(d) Under what circumstances 


may such a change be made “ 
examination? 

If the amount at risk is 
creased ri 

If the amount of insurance is 
creased r the premium decreased, ¢ 


If the period of risk is not extended, 1 
Not permitted, 3 


* 

When additional benefits, such as dis- 
ability provision, double indemnity pro- 
vision, continuous installment provision 
ete... are added, is it done as original 
present date 

Present date, disability, 36; continuous 
installment, 36 

Original date, disability 24; ontinu 
ous installment. 2: 

* 


If as of present date and off the anni- 
versary what charge do you make for 
the balance of the current policy vear 

Pro rata charge, 27 

Full year’s premium, 4. 

Full premium fer current premiun 
period, 1 

Various, 
rata method, 


mostty approximating pre 
~ 

Are there any changes which you are 
willing to make except on a policy anni- 
versary” 

No, 58. 

Yes, 6 

* 

What commission adjustment is made 
on a change as of voriginal date (a) To 
a higher premium form? 

Excess of commissions which would 
have been paid over those which have 
been paid, 40 

Same, or first year rate on the cost to 
change, Whichever is smaller, 1 

Excess commission conditioned on the 
ugent’s bringing about the change 

First year rate on cost to change. 2 

Full difference in commissions allowed 
only in early policy years, 5 

Collection fee on cost to change, tw 
other companies, allowed a collection fe 
wherever the rules prevented paying the 
full difference in commissions, 1 

Difference in commissions not to ex 
ceed «a maximum governed by the cost 
to change, 1 

Difference it 
made in early years 
to a maximum geverned by the cost 


commissions if change 
thereafter subject 


change, 3 

Generally ne owanee on the cost 
change Xeet n rsations 

erm 

+ 

(b>) To a lower premium form 

None it 

Refund of difference in ommiss 
required in first policy year, 7 

Refund cf differen it commissions 
required t all times, 2 

No refund required but no commis 
sions allowed on } miums | 1 | 


credit to insures 1 
Same but refund of difference requir 


in first policy eu? 


Full com 


Case of ‘ 
\e rms s 


a 
Various, ¢ 


What commission adjustment, if any 
when a life or endowment contract 
ready in forcee is replaced by a 


ontract, and does it makr 


whether the new contt 


endowment 
any differe: 


(CONTINTC ED ON NENT PAGE) 
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LIFE INSURANCE OFFICIAL ACTIVE IN 
i 
T [FE stor ( ever community's ethod of popular selection with mn 
rogress is the storv of individual opposition 
initiative visi and personal pop- Phe storv of his success as president 
t With the growth of the life u of this organization is best told by the 
ce business and especially in the results its thorough reorganizatior 
hment ~ local companies clearing up a debt of practically $20,000, AGEN IES OPEN 
¢ ¢] _ +] anak - Jleavineg a membership ot between 800 ( , 
] ne cou T ese stories ¢ ‘ ; 
eens on ied wih wi and 900 and deficit of less than one 
ae iin ” alt « « ercent a colle ‘ a 
e executives ek wasn a ‘ ‘ as of 1 
WW Dragoo secretary ot the cif 7 — Be ‘ be at Pa ta r 
V4 > a : —— ’ 5 association vea with the re nN < =, 
\\ Reserve i_lie Liuncr ind President Dragoo on the occasion of RESOI IRCES 
oti He a eng executive who has the 31st annual dinner, Karl Oesterle, a ~ 
er — 7 it } — as yen ors ¢ newly elected director, paid a tine trib . . 
ehr gh vears ot unselfish and persist nte to Mr. Dragoo as follows O y O M ll D ll 
ent service to its wellare For the past “This am mee hon ort brings t nie \ er ne l 10n O ars 
P vears Mr. Dragoo has been presi- the thought th: ey ave not bee e 
: _ loval as we should have been to Joh 
If there is any man in Muncie who is Ol | S | ANDIN( ; 
completely sold on his home town, that 4 + 
man is John Dragoo. He its a living T sf ~ 
example of service to his community.” INSI IRANCE 
Speaking directly to Mr. Dragoo, he 
continued, “We have no gold watch or O : _ | Mill; 
silver service to offer you, but we do \ er we ve i 1 10n 
offer you our heartiest respect and en 
during gratitude tor what vou have done Dollars 
for Muncie.” 
Every one in the room stood and 
- there was tremendous applause as an ad 
“vail litional tribute to Mr. Dragoo’s work 
, agen a Ton @ that thev had 
r esponded Vv Saving that the ad . . 
| given him the most precious thing he For Particulars Write 
W ld ever receive 
in M Drage s ne cry ict é 
have been equally as conspicuous and 
rT ‘ ~ " 2 = 1 7 + | 
eTiective For 20 ears r was a ne 
same time a director on the boards ot ad bd 
re both Board ot Guardians and the Or @ é ern ] t 
1i- phans Home of Muncie, and for some 
time was president of both organizations 
it the same time He has als bee! i 
director of the Y. M. ¢ \. of Munct 
secretary ol the boar 1 and was tor S all 
de - - some vears chairman of the physical 
; department For 1 vears Mr Drag ) 
ld JOHN W. DRAGOO has been pre sident of the board of trus Box 2131 
~e Secretary Western Reserve Life tees at the High Street M } Churcl 
Mune ne ot the largest religious 
to ent of the Muncie Chamber ot Con rganizations in Muncie Denver, Colorado 
the only official ot that organiza Through all these exacting duties Mr 
ti that has ever held the presidency | Dragoo has found time tor his execu 
‘cies smn . 9 va fae tion | ti deninistration af the affaires af the - . y : : ; : 
lor three consecutive years, his election | tive administration of the a ! Note: During the 12 years we have been in business we 
being consummate in the unusual} Western Reserve Lite : 
- ted tl \ R Lit . 
have never contested a death claim nor have we ever lost 
* (CONT'D FROM PRECEDING PAGE) pecial terms that may be allowed th a dollar on any investment. No past due interest 
he s a higher ot ver premium that sage ees hil December 3 Ist, 1923. 
x Ful commissions or ew contract Regular . is . 
¢ xt effecte by t igent 
Regula commiss s x 
g I } iss dy } eme ef a s 1 
q ’ ' dont igir cont! 4 Regul: commissi l based on the 
\ missic red d orre t s amou ire ess than the 
ling missions paid rigin ' premiur 
Regu commissions except when r 
' r than renewals « the incre: i thai by the gents eff ts 
rm a 15 Regula commiss ns onlv wit own 
} t vear conrmissi« } increase n months after lapse regardless of whether 
in renewi Ss «of te i ‘ i Tuii the ine t ! nadied tT ‘ re ? I 1 t T 
r ils thereafter not, 1 e e 


om eI ila Low Is Chief Factor 
n The America! Reserve Lite the nev 
~ ‘ legal reserve companv in Omal has 


ava to 4 sovtenthna Ba ig” The! a ma MANAGEMENT ENGINEERS 


r ; me. Beni ¥ I bo | 
‘ “ame on continuous installment benefit interest in the American Reserve Life Specializing in Advisory Work for 


= Pigeon gers ecae-enlbecesy om Ohio Directory Is Published | Insurance Companies 




















f year then renewals The Ohio Insurance Directory is just 
"1 Fetory gotten out by The National U Organization Equipment Standardization 
7 ‘benef te cancelled o@ at | information of the Buckeye state. Ther Methods Personnel Modern Office Planning 
* vears is interesting, The ¢ mi any ¢ : | Main Office—40 Rector St., New York 
, aa ae ike tuek ie 3 eles | Western Office—327 S. La Salle St., Chicago 
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t TALKS WITH LIFE INSURANCE MEN 








VETERAN 

menting on 
ments in life 
believed the so-called 
should not be called by that term be- 
cause it is a misnomer and misleads 
the public. He said that it is a five 
year term ordinary life, which is auto- 
matically convertible with a higher rate 
the first five years than the ordinary 
five year term. He does not believe 
that the policy will get very far because 


insurance, 


general agent in com- | 
some of the develop- | 
said that he | 
half-rate policy | 


| under one manager. 


of the lower commission and the oppo- | 


sition of the agents in general. He 
thinks that it is advisable for the agents 
to express their opinions of this policy 


and would not be surprised to see the | 


commissioners discuss the is- 


insurance " ; 1 : 
forthcoming meeting in 


sue at their 
New York. 
Trend of the Times 


Commenting on the trend of the times | 
| if they are at work. 


from the standpoint of those in the pro- 
ducing side of insurance, he said that 
for many years he felt that the sale of 
life insurance should be confined to ex- 
perts and specialists. In other words, 
he seconded the motion for “life in- 
surance commissions for life insurance 
only.” This would be the ideal 
However, he feels that fire and 
brokers and part timers are 
more and more a_ bigger 
factor in production. The broker is 
here to stay. He looks after his as- 
sured’s interests from all insurance an- 


men 
way. 
casualty 

becoming 


he thinks, however, will be in the 
minority. 

He has a suggestion for the smaller 
companies in larger cities. He thinks it 
might be a good idea for four or five 
of these companies to group together 
It would cut down 
Companies with the same 
commission arrangements could thus 
club together. A force of men could 
be organized to sell this insurance in 
pretty much the same way 
insurance is now sold. 
a fire insurance agent represents, asa 
rule, a number of companies He be- 
lieves that a plan of this kind will work 


out satisfactorily in the cities 
_ 
HILE undoubtedly there is a slump 


the expense. 


| unless the conditions are right for mak- 
|ing out the application and getting the 


check. He finds it a waste of energy 
and time to get his prospect in a mood 
to close and then find that he must do 
it all over again before he can really 
complete the sale. If he decides that 
conditions are not right for getting the 
check on the spot, he makes a definite 
appointment for an interview under the 
proper conditions. Selling life insurance 
and not just discussing it is the test of 
a real salesman. His motto is “Never 
start a discussion of life insurance which 
you can’t finish by saying, ‘Make your 


| check payable to the company.’’ 


that fire | 
In other words, | 


so far as the large cases in life} 


insurance is concerned, yet the writcrs 
of small policies are showing an increase 
A number of gen- 
eral agencies say that their men who 
are writing applications of $10,000 or 
less have not met with much diffi- 
culty. The large case men were hurt 
by general business conditions and the 
uncertainty due to the presidential elec- 
tion. Business men were not taking on 
any extra responsibilities until the out- 


come of the election was known. The | 
salaried men and those engaged in 
smaller affairs that are not affected by 


business fluctuations are purchasing in- 
surance. 


x * * 
E SCHLOSS, agency manager of 
e the Equitable Life of New York 


in Chicago, is a firm believer in life 
agents training themselves to select de- 
sirable occupations for canvassing. Mr. 
Schloss contends that a life man should 
be an encyclopedia of business informa- 
tion, a barometer of business conditions, 
a student of economics and various ac- 
tivities of business, so that he can go 
to a man and talk with him intelligently 
about his own problems. Naturally a 
man could not master the details, or the 
minutiae of various businesses. That 
would be a physical and mental impossi- 
bility. He can however become ac- 
quainted with the more important ques- 
tions before different businesses. He 
goes around on his canvass and hears 
men talk. He confers with men in the 
same line of business. He should absorb 
some information of value. He is not 
necessarily a peddler of information or 
gossip, but frequently the time comes 


Schloss declares that many life men 
work along lines where they are not 
getting results, simply because they do 
not study business conditions, appreciate 
the situation, and thus be able to select 
prospects intelligently. 
“= = 

ENJAMIN FRANKLIN in a letter 

to a man named McElroy, made the 
statement that there are two things that 
are very certain, “death and taxes.” The 
certainty of death and taxes, no one will 
deny. This phase has had wide usage 
since Franklin first employed it. E, 
Paul Huttinger of the home office legal 
department of the Penn Mutual Life 
would add one more certainty and thus 
make a trilogy. In addition to death 
and taxes certainties, he would put the 
benefits of life insurance. There is this 
difference, however, between death and 
taxes on the one side and the benefits of 


life insurance on the other. Mr. Hut- 

tinger calls attention to the fact that 

death and taxes rob a family, so to 

speak, of their possessions. They are 

taking away something. Life _ insur- 

ance gives to life, and hence is creative. 
oe a 


T the regional meetings of the Na- 

tional Liie of Vermont, considerable 
discussion was indulged in regarding the 
intelligent use of business time. It was 
agreed that in order to do this, it is 
necessary to have a definite objective 
and to determine upon a minimum 
quota, It is also desirable to establish 
points of contact. The agent however, 
should realize that while memberships in 
various organizations help in providing 
points of contact, one can become so 
that his 





gles. He is studying life insurance lines ss 2 ; when he can talk in a very constructive active in club or church work, 

enough to be able to sell it. He is NE of the veteran producers of the | way with a man about some of the business suffers. It is unwise to work 
in close touch with some office that State Mutual Life said that one | things that are troubling him. A all the time. It is seldom desirable to 
can render all the service he desires. | problem of the life insurance man is to | By keeping in touch with business talk insurance while playing golf. Golf 
He is able to get to his customers decide which is the best place to inter- | conditions, the intelligent life man is should be played for recreation. It is 
without any difficulty, and hence has /| view a man, at his office or at his home. | able to select those occupations that are | equally true that during business hours, 
no trouble in getting to see them.|His own experience has been that it | prosperous and center his attack on and every agent should keep business 
Some companies will keep very closely | usually pays to sell a_man_ where he | them. He can keep away from those hours just as conscientiously as though 
to life insurance specialists. They will|can write a check. He said that he | that are not earning a profit. Thus the he punched the time clock, one should 
train men who are giving their whole has talked to men in many situations, | life man can save a lot of time, if he! not play. Business time is used much 
time to life insurance. These companies | but that he never gets a real interview! works at his task intelligently. Mr. more effectively when workers plan 
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It did not become a state until 


The early 
and river boatmen. 


Agriculture, 
an important part in building Missouri's prosperity. 


1681-82. 
August 10, 1821. 
were 


Missouri settlers 


making. 


manufacturing, lumbering 


Missouri became a part of the United States with the Louisiana 
Purchase, it having been claimed by France on the ground of 
the discoveries of La Salle 


No sturdier group of pioneers ever blazed the trail through 
swamp and wilderness. 
Soldiers from Missouri played an important part in the Mex- 
ican War, and Missouri in the days preceding the Civil War 
was a constant center of history 


The famous Missouri Compromise will always have an import- 
ant part in American History. 


and mining all 


The “Show Me?” State 


picturesque backwoodsmen 


KANSAS CITY BRANCH OFFICE 
801 Orear-Leslie Bldg. 
Kansas City, Mo. 


A. P. Osborn, Branch Manager 
E. G. Mercer, Cashier 


have 


This diversity of interests stabilizes labor and income. 


Royal Union Life 


Insurance Company 
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Paid to Policyholders, Over $17,000,000.00 
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Insurance in Force, Over $125,000,000. 
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their work ahead. It is helpful at the 
close of each day to line up the pros- 
cts, who will be called upon the next 
7. 
* * * 
LIFE insurance general agent re- 
marked the other day that he does 
t hesitate to take up with his men 
very delicate and personal matters that 
he knew militated against their success 
as solicitors. He told one man recently, 
who came from a country district, that 
he should go to a good barber and have 


his hair cut along conventional lines. 
He told another man that his neckties 
were too loud and attracted too much 
attention. He remarked to another man 
that he needed to have his clothes 
pressed more frequently. He watches 
these men in the office. He looks at 
them while they are talking to their 


fellows. He aims to be extremely criti- 
cal as to their habits, their manner of 
speech and he is very frank to tell them 
where they are making mistakes. These 
men, he says, do not take offense at 
what he tells them. They know he is 
sincere in desiring them to be up to top- 
iotch in their intercourse with pros- 
He said that he knew of one 
general agency, where the men are per- 
mitted to criticize each other along per- 
sonal lines, 


pects. 


* *x* * 


LIFE insurance manager in talking 

about his new men, said that he 
was following a definite policy, in re- 
quiring these men to be at the office 
every morning at 8:15 o'clock. He has 
his agency instructor on hand, or he 
himself comes at that hour and for 
three-quarters of an hour these men hold 


what might be called a life insurance 
clinic. In other words, they go over 
their cases of the previous day, ask 


questions, tell just what they did and 
what the results were. The instructor 


gives them some training. He gets 


them into a life insurance frame of mind 
before they start out. This general agent 
said that if he found a man who did not 
arrive on time at the office, for a few 
successive mornings, he let him go. If 


a man is not interested enough in his 
work to take advantage of these clinics, 
the general agent said that he would 
not make good. It simply showed that 
he was not on his toes, that he was in- 
different and that he did not appreciate 
his opportunities. 


When he has his Monday morning 
meetings, they. start at 9:00 o'clock. 
They begin on time. Ili the agents are 
not present at that hour, the door is 


closed and they are not allowed to come 
in. The roll is called. Those who are 
not present must report to the chief and 
give a legitimate reason why they were 
not present. This general agent said 
that he gauged the interest the men have 
in their work by their 
these meetings. The only alibi he will 
take seriously is the fact that a man 
does not care to make any more money 
and hence is willing to stay away. 
. 2 2 

AS official of one of the life companies 

that formerly wrote a five year term 
policy, joined with a whole lite, 20 pay 
life and 15 pay life, commented on the 
so-called half rate policy, and the experi- 
ence that will likely follow. In the in- 
stance of his company, he said that the 
agents wrote a large volume of business, 
evidently going out to roll up as much 
as possible. The premiums 
religiously during the five year period 
When, however, the time 
vert the policy to a higher priced form, 
a great bulk of this business went off the 
books, like snow before the warm 
This official said that through 
strange psychology, the assured 
a smaller premium on a policy, but when 
it comes to paying a higher amount there 
is always a balk. Another agent c 
come along and write this assured for a 
new policy in another company for 


attendance at 


were paid 


came to con- 


will pay 


17 
uid 


higher premium, and probably get by. 
The assured seems to resent having to 
pay a higher priced premium 

This official said in connection with 
the effect on general agents, that those 


their 


unless 


that had in view the permanency ot 
business did not use this policy, 
as a last resort. He declared that selling 


LIFE INSURAN 


SE EDITION 
a large amount of this sort of business 
had a demoralizing effect on an agency. 
rhe lapse ratio, he declares, is inordi- 
nately high A lapsed policyholder tor 
any cause is not a good advertiser. He 
has some prejudice against the company, 
although the lapsing out is his own fault. 
When an agent has a number of lapsed 
policyholders in his neighborhood, he 
ynsiderably handicapped. An agent 
therefore, who is. building securely 
and firmly, will sell insurance that is 
continuous, or if he has to sell a lower 
priced policy now and then, he will do 


Is ¢ 


so in such a way that he can convert 
the man without much doubt, or he will 
sell him a simple term policy 


Chis official does not think that agents 
will the lower priced policy unless 
they are compelled to in competition 
to save the business in that way. The 

Un 
irge volume of the lower 
priced insurance could be sold if agents 
would make the rounds rhey could 
make a short, quick canvass, and see as 
many people as possible, get them signed 
up, take but little time in explaining 
the contract and then at the end of the 
five year period, they would find 80 per- 
cent or more of the policyholders would 
let their insurance here is a de- 
mand, he says, for term insurance, or for 
cheaper forms of the ordinary life rhis 
should be met by the right kind of 

l id they should be fully 
e assured will have 


his mind 


use 


doubtedly a k 


drop 


exX- 


poicies al 


1 
laine d 


rf misapprehension in 
* * 

A 1. DREW, Chicago general 
- of Mutual Benefit Lif 
lieves in applying the law of 
life insurance soliciting. Life companies 


| so th no doubt 
‘ 


agent 
the e, be 


average to 


are based on the general law of average 
The mortality tables are built on aver- 
iges. Life insurance investments work 
on the law of averages. Mr. Drew said 


that it was only a step therefore to show 
a new solicitor that he should place his 
work on the same basis. lf he 
certain number a day seriously, 
is able to talk to them understand- 
rly about life he will be 


sees a 


; 
ot people 


insurance, 





LEFT MINNEAPOLIS COMPANY 


Retiring Superintendent of Agencies of 
Northwestern National Is Able 
Executive 


W. Rolla Wilson, second vice-presi- 
dent and superintendent of agencies for 
the Northwestern National Life, of Min- 
neapolis, resigned and Homer G. 
Hewitt, assistant superintendent of 
agencies, will be in charge of the agen- 


has 


cies Mr. Wilson was formerly at 
Denver and is regarded as one of the 
best informed and most able agency 
managers in the west. He is a gradu- 
ate of Princeton University. Mr. Wil- 
son has not announced his plans, as 
vet 

Mr. Hewitt, who is now in charge of 
the agencies, is a graduate of the Uni- 


versity of Nebraska and was formerly 


field manager for H. O. Wilhelm & 
L o., ot Omaha, Nebraska general 
agents for the Northwestern National. 


He has written over $1,000,000 personal 
and has been assistant super- 
intendent for 15 months. Mr. Hewitt 
is the author of two insurance plays, 
Che Greatest Thing in the World,” and 
‘An Evening at Fairview Farm.” 


business 





- ; : 
le to write a certain amount of busi- 
ness. Some days, he may find no results 
whatever. He may go along for several 
days and really feel that he has achieved 
nothing. In the long run, however, he 
will write a certain amount of insurance. 
Mr. Drew has a fixed rule with his new 
men who are not yet seasoned, that they 
will see a minimum of four people a day, 
with whom they can talk seriously on 
life insurance. They must make a suffi- 
cient number of calls to get these four 
interviews. If they secure the four in- 
terviews every day and work faithfully 
the results are destined to come 





e-and We Did! 


The American public for years has complimented the intelligence and foresight of Missouri citi- 


\ . ° 





zens by calling it the “Show Me” state. 


That discriminating Missourians have been pleased with Royal Union policies and Royal Union 
service is best shown by $16,000,000 of Royal Union Life Insurance upon the lives of Missouri 


citizens. 


Though the spirit of “Show Me” makes for carefulness—they are quick to recognize merit. 


This great state ranking high in agriculture, manufacturing and mining, offers a diversity of 
occupation and income which keeps “business good.” 


Royal Union agents at least are finding Missouri an ever increasing source of pleasure and profit. 


ROYAL UNION LIFE 


INSURANCE COMPANY 


Des Moines, Iowa 


A. C. Tucker, President 
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Wm. Koch, Vice-President 


D. C. Costello, Secretary 
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What’s a Man Worth 


“Wuat's a Man Worth” 
asked in the columns 
November issue of “The Nation’s Busi- 


is a question he got $775,000 as a fee for consolidat- 
of the ing Utah Copper with Nevada Consol- 


Consolidated. Some 


editorial 


idated and Boston 


ness,” published by the Chamber of say that Levy Mayer of Chicago got at 
Commerce of the United States. After least one fee of $500,000. Ex-Senator 
saying “there isn’t any answer” to the James A. O’GorMAN got $65 an hour as 


accounting. 
300 day 


referee in the Gould estate 


With an eight hour day and 


inquiry, the following comment is given 


in the publication: 


“When Witt Hays left the cabinet year he’d get an annual income of 
and took the task of straightening out $156,000. Once more, much money in 
the tangles in the motion picture indus- these figures 
try, it was believed and not doubted “The trouble with folks who loudly 
that he was to get $100,000 a year. proclaim that ‘no man can earn $100,000 
Much money, but what of it? Those a year’ is that they don’t mean that at 
who know say that he has saved his all. They mean that any man can live 


employers many times that amount in on less than that.” 


countable cash by the mere prevention The number of insurance company 
of lawsuits alone. executives who have amassed wealth 
“Another report is that Secretary from their business could easily be 


Hoover asked to help the citrus counted upon the fingers of one hand. 


fruit industry in Florida to organize for 
and that $200,000 was to be 
much 


was 
The proportion is far smaller than that 
better marketing, found in any other line of pro 
to be his yearly wage. Again 
but suppose he takes a wasteful 
that be a wasteful one— 


to save, 


fessional or commercial endeavor, and 2 


money; surprising result when the high degree of 


industry—if conduct 


ability requisite to successfully 


and shows it how how to dis- the operations of an underwriting organ- 


of its unmarketable surplus. If a ization of any prominence ts taken into ac- 
To competently direct the affairs of 
a great life, fire or casualty company calls 


pose 
can you measure 
hundreds _ of 


man can save millions, count 


his worth except § in 


thousands? for not only executive ability of unusual 

“Someone not long ago put before but a knowledge of finance, 
the legislature of the state of New York ance and practice. 
salaries of life With millions of dollars, and in the case 
New York 4; 


covering the 


order, insur- 


general business 
a proposal to limit the 
presidents. The some of the life offices, hundreds 
1923, 
HALEY 


insurance 


insurance 
millions of dollars of trust funds in their 
FiskE aS care, 


insurance report for 


1922 gives managing underwriters have a re- 
that the man can 
appreciate and is incapable 


A false 


executive of one of the 


business of 


the highest paid life presi- sponsibility average 


dent in the United States, and lists his not wholly 


salary at $133,000 a Once more, of assuming. move by the chief 


much money; but who doubts that Mr. 


year. 
great companies 


Fiske could show a legislative com- might mean the direct loss of a large 
mittee that he earns many times that sum to his policyholders and seriously 
each year? affect his entire organization. Consid- 

‘There are consciences that are ering the burdens resting upon the 


shocked by the $750,000 counsel tee 


in the M » a2 3. 


shoulders of responsible company execu- 
and the steadiness with which they 
minded person 


tives 
are carried, no fair 


organization 


Eminent lawyers have testified that it @ 
; ; familiar with conditions would assert 
wasn't too much. SAMueL UNTERMEYER , . 
oh se Te or a moment that the average managing 
in his biography in “Who's Who” (and underwriter is over paid or even ade 


these are mostly autobiographies) says quately compensated for his labors 


Human Being Insurance 


On the building of the Feperat Lirt pplies strictly to the person himself. It 
in Chicago is a huge sign reading “Hu- has nothing to do with his property, 
man Leing Insurance.” It has attracted possessions or tangible estate. Think of 
wide attention from passersby. The the various kinds of insurance sold today 
FeperAt Lire building is located on one and many varieties come to mind. You 
of the busiest boulevards in the world, will reach the conclusion that “human 


and hence the thousands of people who being” or personal insurance is life, 
travel up and down that thoroughfare accident and health insurance. That in- 
each day see this sign. It is fetching. volves the person himself. The desig- 

People begin to inquire what “human nation that the Feperat Lire gives this 
being” insurance is. Perhaps they find form of indemnity is a very appro- 


out that it is that sort of insurance that priate one. 
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| "PERSONAL GLIMPSES OF LIFE UNDERWRITERS 





Paul Loder, president of the Philadel- 
phia Life Underwriters’ Association, has 
the Po ll of managing the only life 
agency in America occupying an entire 
building in the home-otfice city. The 
Provident Mutual's Philadelphia agency 
this week completes its 17th month in 
a building, half of which once housed 
the whole company. When asked how 
the unique building had affected his 
agency personnel, Mr. Loder quoted fig- 
ures showing that 1924 business was 
eclipsing 1923, although 1925 was con- 
sidered an unusually good life insurance 
year. Before moving into the structure, 
Mr. Loder had ordered the floor placed 
at street level—no steps—in order to 


facilitate access but more particularly 
egress. 

“When an agent leaves this office,” 
Mr. Loder explained the other day, “he 
Is immediately out on the street. No 
temptation to change his mind about 


seeing his prospect, while going down an 
elevator or passing various other offices 
in his agency building. One step and 
he is on his way. It has the psycho- 
logical effect of bucking up a man and 
keeping him at his self-appointed task.” 

Construction work on the new Stev- 
ens hotel, in Chicago, it is announced, 
will start in a short time. It will cost 
$15,000,000, It will be 25 stories high and 
will have 3,019 rooms. The hotel is to 
be named after the well known life in- 
surance family of Stevens. James W. 
Stevens is chairman of the board of 
the Illinois Life, and his son, R. W., 
is president. Ernest J. Stevens, another 
son, is president of the Hotel La Salle, 
which will be the holding company In 
order to provide for large conventions, 
there will be a_ hall accommodating 
1000 people and a banquet room for 
1500 The hotel is to be located on 
Michigan avenue between Seventh and 
Eighth streets, immediately south of the 
Blackstone hotel. The Hotel La Salle 
Company will purchase $3,600,000 of the 
$5,000,000 bonds, in order to give it a 
large financial interest in the new hotel, 
and will provide funds to start the con- 
struction. The common stock will be 
held by members of the Stevens family 

Francis E. Ford, a i leading life under- 
writer of the sartivains for the past 25 
died at his home in St. Paul 


vears, 

last week, from heart trouble after a 
lingering illness of nearly four years 
Mr. Ford was not only prominent in 


circles but well known in the 
financial and real estate field, 
After studying law at Malone, N. Y 


he was appointed special agent tor the 


Insurance 


Travelers, covering New York state. 
In 1915 he was transferred to St. Paul 
where he supervised business for that 


company for Minnesota, North and 
South Dakota, with exceedingly good 
success. He retired from active business 
bec itise ot ill he ilth. m April, 1924 

A. M. Wash, former insurance com 
missioner of Kentucky, who recently 
became vice-president of the  Inter- 
Southern Life, has recently disposed of 
his interest on the Wash & Edwards 
local agency it Harr dsburg, Ky ° 
which has now become the Edwards 
Insurance Agency Mr. Wash is now 
giving his entire attention to Inter- 


Southern affairs. 
Miss Bertha V. Maginnis, who gradu 
ated last June from Goucher College it 


Baltimore, is now in charge of the pub 


’ 


licity department of the Eureka-Mary 
lat d Assurance of Baltimore She edits 
the house organ, “Protection.” Miss 


Maginnis is the oldest daughter of Presi 
dent ] { Maginnis oft the company 
She is a young abilitv and 
talent 


woman oft 


Vernon B. Travis, 
the Shenandoah Life, is a Buckeve by 
birth, having been born at Moundsville, 
O., 1892. He went to Elliott College at 
Wheeling, W. Va. In 1910 he went with 


agency manager of 


the Conservative Life of that city H 
became assistant secretary. He starte 
as a stenographer. 

Orville W. Anderson, of the And 
son-Bramwell Agency Company, 
prominent life insurance agent of Ka 
sas City, Mo., has been mentioned 
Kansas City business men, the past fe 
days, as a possible candidate for i 
surance commissioner of Missouri. M 
Anderson stands very well with the 
men of the city and state, and alsé 
highly respected among business 1 
in other lines 


Russell S. King, who was former! 
field supervisor in the ordinary depart 
ment ot the Life & Casualty of Nas! 
ville, Tenn., has taken his new positi 
as assistant general agent of the Stat 
Mutual Lite in Chicago under E. H 
Carmack. Mr. King has been associated 
with Griffin M. Lovelace, of the life in 
surance salesmanship course of Ne 
York University as instructor in the St 
Louis and Buffalo schools. He went 
through the course at Carnegie, and has 
given much attention to training agents 
He will build up a larger agency 
Chicago 

age Elizabeth Kenney, district m 
ager at Waterloo, lowa, for the Pere 
life of New York, who has been in the 
life insurance business only one year, 
has entered the list of the company’s 
first 50 producers in all parts of the 
United States. Mrs. Kenney 
recently promoted to a district 
in recognition of the unusual record she 
has made as an agent. 


was frst 


agency 


John W. Clegg, president of the Na- 
tional Association of Life U decent ers, 
leit Philadelphia on Monday for the 
eight-city sales congress at Syracuse, 
N. Y., and was scheduled to arrive home 
again Wednesday. Next Thursday eve- 
ning, Dec. 4, President Clegg will ad- 
dress the Wilmington, Del., associatior 
and the following evening he will speak 
before the Richmond, Va., association, 
together with Stewart Anderson, man- 
ager of the bureau of field service, Penn 
Mutual Life. Mr. Clegg has tentativels 
accepted engagements for three Ohio 
sales congresses, as follows: Cincinnati, 
March Columbus, March 6, and 
Cleveland, March 7. 


John R. Irby, the 





well known man 


ager of the Prudential at Cincinnati, 
is just recovering from a severe and 
persistent attack of neuritis. He was 
at his office on Monday for the first 
time in two weeks He spent. the 
revious week at West Baden wher 


the baths and the rest were most 
eneficial to him. 

A. R. Taylor, one of the Penn Mutual 
Life’s general agents in New York City 
died Sunday, Nov 23 He had beet 








general gent tor the company since 
1901 

John R. Fox, veteran Metropolita: 
ile n who has been very seri 
ously ill of cancer at his home in Phil 
lelphia tor about two months, | c 
ceived floral tributes from the idel 
phia Association of Life Underwriters 
nd is being visited by friends and men 
bers of the association, including N 
tional President Clegg, whom Mr. Fi 
preceded in the presidency of the local 
association Although the patient has 
surprised doctors with his vigorous « 


stitution no hope of recovery is he 


E. Phillips Moulton, member 
life and accident staff of the Travelers 
at Cleveland, O., was tendered a dinner 
Thursday, in celebration of 25tl 
vear of his conne 
About 100 of a aypageedltc mont were pres 
ent. Mr. Moulton is a steady produce 


ction with the agen 








wWitns 


1924 


mber 28, 


as always reached e mark that 
taken him to his company’s annu 
s and brought him othe oO 


arious kinds. H. H 


mMmce superinte { agencies 
accident ane ar cle irt 
is the prin 1 speaker Phe 
> rk avantage f this if s 1 

u Superintendent Arms uv 
i i shower l s r 4 i 
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| LIFE AGENCY CHANGES 








STUMES AND LOEB NEW DEAL 


Well Known Chicago Producers Take 
a General Agency for Penn Mutual 
Life in That City 


announcement ot miuci nterest 
e Chicago life insurance ternity 
ade this week Stumes & Loe 
ire now connected with the Bokun 
& Dingle general agen ot the Mas 
usetts Mutual Life in that city, have 
en a general agency ol! the Pent 
tual Life with the consent of ( ] 
IcCary & Co., and W. A. Alexander 
( “the other two general agents 


tre Large Producers 


Stumes & Loeb are large oducers, 
firm consisting of Arthur A. Loeb 
Charles B. Stumes In opening 
new agency they will not only con- 


1% their personal work but will also 


huild up an agency The Penn Mutual 
Il cut a wider swath in Chicago 
rough this departure \ tew years 


igo Clyde J. McCary, the veteran gen 
eral agent, whose office produces about 
$8,000,000 a year felt that he did not 
ire to invest any more money or put 

extra steam at his age, desiring to 
take life a little more easy. Theretore, 
\W. A. Alexander & Co. were appoimted 
is independent general agents at his 
suggestion This office gives the com 
anv about $4,000,000 a vear 

Since Stumes & Loeb started March 
%), 1920, with the Massachusetts Mu 
ual, they have produced $26,000,000 
jusIness 


Stumes Started With Northwestern 


Mr. Stumes has been in lite 
work all his business career He is a 
iative of Milwaukee and became a clerk 
the Northwestern 
1906 he was called to 
Pick, who had been 
company 4s a pro 


Insurance 


the home office of 
Mutual Lite. In 
icago, by George 
nnected with the 
icer, but he became general agent oi 
Mutual Benefit Life in the city. Mr 
was made assistant 
He induced Arthur 
insurance with the Mutual Ben 
Mr. Loeb was a member 
the fire agency firm of Adolph Loel 
X Son, who not only did a large local 
were United 
lanagers of two important Ger 
the North German an 


nsalanti Arthur Loeb was a su 


Stumes general 


vent Loeb to e1 


ter life 


1910 


Chicago, but 


ness mm 
companies, 


ss om ite msu Iron the star’ 


rance t 
Mr. Stumes and Mr Loeb have 


. . 
anit the bigger men in the 


W. G. Habenicht and E. G. Trost 
\ G. Habenicht has retired fron < 

ership of Habenicht & Trost 
Dodge la.. northern Iowa mat 
rs ot the Fidelity Mutual Life, and 
ld G Trost succeeds to the sole 
igement of the agency, operating 
adjacent counties. Mr. Habenicht 
establish a general insurance agency 


} ° : } 
cializing in casualitv business as a 
resentative of the Federal Surety and 


r lines He will also act as an 
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stack ot applications on one of the din- 
ner tables which called for more than 
$500,000 life insurance. besides, $200,000 HOME LIFE INSURANCE COMPANY 
group imsurance and over $14,000 in ac-j 
cident premiums OF AMERICA 
VV , McBride president of the Incorporated 1899 
lravelers Agents’ Club, made the pres PROTECTION FOR THE ENTIRE FAMILY 
Mc “ - nd = be hen se Mi i | This Company issues all modern forms of policy contracts from age 3 months 
, an || next birthday to 60 years. 
' & j Industrial policies are in full immediate benefit from date of issue. 
Ordinary policies contain a valuable Disability clause and are guaranteed by State 
| Endorsement. 001 CONTRACTS POR LIVE AGENTS 
| Executive Offices, No. 506 Walnut Street, Philadelphia, Pa. 
| BASIL S. WALSH, Pres JOSEPH L. DURKIN, Secy JOHN ). GALLAGHER, Trees 
CHOATE MADE GENERAL AGENT |! 
Mutual Benefit Life Appoints Chicago | 
Man to Head Its Washington, Se 
D. C., Agency Tt 
y 4 
Che Mutual Benefit Life has appointed S , : 
H. Lawrence Choate of the Chicago 
OmMmece general igent at Washing n, ( 
D. C., effective Jan. 2. Mr. ¢ te is | nsurance ompany 
been with the compat lor tour ears OF DES MOINES. 10Wa | 
be ct i ‘ ifl sales exper c | 
the Quaker Oats Ce 1 He | Organized 1907 
} « nay ring tive v ind P | 
er the armistice + engaged e- | Over $20,000,000.00 in Force | 
i >.“ K 1 it roti ‘ qd ot St | | 
\ndrew, ft which he entered the life 18th Year Successful Progress 
msurance juUsINess wit the Mutual | - i] 
eS Ea Ee Mee oe eee Direct contract with Home Office for local representatives in 
elected a member of the executive com- | unoccupied rural communities. Special attention given to | 
mittee of the Chicago Lite Underw assisting new agents without experience. Our direct Branch l 
ers Association Office system for agency building helps Western Life local | 
i le Washington auene present os . . | 


" 
nave een 


has six men who l with the 
company tor a long time, and who have 
built up a substantial volume of sound 


business. Mr. Choate hopes to continue 





agents succeed. Now operating in Iowa, South Dakota, Minn | 
esota, Nebraska and Kansas | 


























Eleven million people within two 
hundred and fifty miles of our Home 


INDIANA Office— plenty of opportunity for a 
good man. 

We still have a few good openings. 
ceurucev Direct General Agency Contract—lib- 
—_ eral commissions—but we are ‘‘hard- 

OUR FIELD 


boiled’’ on advances. 
Over a million and a hal 

patd to policyholders im thi 

terruory 


OLUMBIA LIFE 
INSURANCE COMPANY 


Cincinnati, Ohio 
S. M. CROSS, President 














the development of the agency upon a 
choice selection of risks 
WISCHMEYER ENTERS FIELD 
Cleveland General Agency Taken over 
by Assistant Superintendent of 
Agencies of John Hancock 
] 
(One ot the Most interesting an n 
portant general agency appomtments 
cently made im lite insurance circles ts 
that of Henry G. Wischmever t fill the 
vacancy in the Cleveland general awen 
ot the John Hancock Mutual Lite caused 
bv thie death ol thie late \\ stliat \ 
Davis 
Vice | Csiat R rboe \ | | 
the John Hancock ar in Mr. | 
Wischmever wh has lhe « | 
< s the assistant super < ‘ | 
we cies t thre } ‘ nce has 1 
r thon t cece] c me t- | 
‘ Cleveland is one ot the 1] 
| H cies i \ 
' er’s st ‘ ‘ r 
‘ we eve ec |] 
. | 
- ' ‘ | 
ut 18 ; 
' 
‘ ! = i \ 4 | b 


Edward D. Cutler 


] ‘ \ rT ] ‘ \'« 
rite kKdward WD ( ‘ 
i! S cus¢ N. | Cutl 
‘ Wilhams ¢ ‘ t 
t i Trad Ie ~ 
( on ch « 
‘ s’ success ‘ ‘ e a 
wr itt ) H 
| | Cowl ‘ 
voti more $ his time ‘ ersona!l 
ervice ile AE Cutler will give | 
<pans } le t] | 
4 sf ‘ | 
L. S. and L. P. Cramer I 
i 
s S. Cramer and his son, I 


Purser Cramer, have joined the selling | 


INVESTMENTS 
Profitable Satisfactory 


Selected First Farm Mortgages on unexcelled security 
in the best diversified farming sections of Northern 
Illinois and Missouri 

Highest interest earning consistent with safety. 

Our record for efficient and satisfactory service is the 
result of twenty-five years experience as Financial Cor- 
respondents for large Eastern Life Insurance Company 
and general mortgage brokers without a loss 
Information regarding borrower, security and titles 
guaranteed 

References and list of offerings furnished on request 


Hoffman Mortgage Company 


Central National Bank Building 
St. Louis, Missouri 








reanization of the Prudential at Cin 
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A Crossword Puzzle 


Special Agency 
Opportunities 
Now Open 


Tuscon, Arizona 
Bakersfield, Calif. 


Grand Junction, Colo. 


Springfield, Ill. 
Terre Haute, Ind. 
Marshalltown, Iowa 
Hutchinson, Kansas 
Port Huron, Mich. 
Willmar, Minn. 

St. Louis, Mo. 
Billings, Mont. 
Auburn, Neb. 


may offer “a substitute for service.” Its 
answer would baffle us because we can think 
of no substitute for the helpfulness of direct 
and earnest co-operation. 


Lincoln National Life officers have been 
under fire as practical field men and in the 
years gone by have wrestled with the every 
day problems of the agent. Their experience 
taught them that no makeshift can take the 
place of the assurance of direct backing from 
the Home Office. 


Practical training for beginners, circu- 


Santa Fe, New Mexico larizing prospects, prompt issuance of pol- 


Camden, N. J. 
Asheville, N. C. 
Miller, S. D. 
Steubenville, Ohio 
Guthrie, Oklahoma 
Portland, Oregon 
Harrisburg, Pa. 
Knoxville, Tenn. 
Marshall, Texas 
Everett, Washington 
Madison, Wisconsin 
Lynchburg, W. Va. 





icies are helps for which there are no sub- 
stitutes. 


Because the Lincoln National Life prac- 
tices the principle of steadfast service to its 
field men, it pays to 
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The 


Lincoln National Life 
Insurance Company 


‘*Its Name Indicates Its Character’’ 


Lincoln Life Building Fort Wayne, Ind. 


Now More Than $325,000,000 In Force 























cinnati of which John Irby is the head. 
Louis S. Cramer was until recently 
manager for the Missouri State Life at 
Cincinnati, but his personal business 
has demanded so much of his attention 
that he was forced to give up that 
position. Mr. Cramer will devote his 
attention to the larger business. His 
son, who is just out of school, has 
started off well. 


F. C. Repass 


F. C. Repass has been appointed gen- 
eral agent for the Connecticut Mutual 
Life with headquarters at Waterloo, Ia., 
his territory comprising 30 counties ex- 
tending from Ft. Dodge to Dubuque and 
north to the state line. He has made 
an excellent record for the company in 
Iowa, first at Atlantic and later at Des- 
Moines. 





John C. Townsend 


The Manhattan Life has appointed 
John C. Townsend general agent at De- 
troit. He has been connected with the 
Michigan Insurance Agency of that city, 
which has just moved into its new 
quarters in the Washington Boulevard 
building, where it will occupy a whole 
floor. The occasion was celebrated with 
a housewarming party and a luncheon. 


Mrs. Edith S. Barry 
General Agent Flickinger of the John 
Hancock Mutual at Indianapolis has 
established a woman's department and 
put in charge of it Mrs. Edith S. Barry, 
formerly representing the company at 
Lebanon, Ind. 








Life Agency Notes 


Oscar E. Ackerson, who has been farm 
agent at Rock Island, Ill., the last four 
years, has been appointed district agent 
for the Provident Mutual Life with a 
tri-city territory and 20 counties in lowa 
and eight in Illinois. 

K. O. McEntee has been named by the 
Equitable Life of New York as its agent 
for Kearney. Neb., and adjoining parts 
of Buffalo county. Mr. McEntee has had 
experience in life insurance selling, but 
more recently has been connected with 
the postal department. 


SEEK NATIONAL ACTION 
ON “PRINCETON CASE” 


(CONTINUED FROM PAGE 1) 
ciation and life company and also the 
insurance commissioner of each state. 

“It is much more effective to prevent 
a repetition of this by committing your 
insurance commissioner in advance than 
to protest against a similar action after 
it mav slip through. 

“Will vou kindly have your local asso- 
ciation endorse this resolution and au- 
thorize your president (attested by your 
secretary) to write to your insurance 
commissioner referring to the enclosed 
resolution, urging him to refuse a license 
if applied for to carry out a similar pur- 
pose as that recited above.” 

President Clegg has already received 
a number of replies from local associ- 
ations. The executive committee of the 
District of Columbia decided there was 
“no violation of ethics of the business in 
the action of the class of 1924 at Prince- 
ton University.” The Denver, Colo., as- 
sociation decided “it is not within the 
province of our insurance commissioner 
to refuse a license to any man who has 
met the requirements of the insurance 
denartment.” 

The Davenport, Iowa, association in- 
dorsed the National Association resolu- 
tion and so informed the Iowa commis- 
sioner. The Springfield, Ill, associa- 
tion’s attitude was expressed by George 
Hawkins, superintendent of agencies of 
the Springfield Life, as “a pure rebate 
proposition, starting the students of our 
entire country on the wrong road and 
on an unfair plan of purchasing life in- 
surance.” 


Life Notes 


The new offices of the Union Central 
Life in Chicago, opened in 808 Illinois 
Merchants Bank building. are one of the 
best appointed in the city. 

Pickens M. Harper, vice-president of 
the Continental Life of St. Louis, in 
touring the southeast, visited Asheville, 
Raleigh and Anderson, S. C., on the trip. 
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INSURANCE MEN IN NEW BANK 





Executives of Leading Hartford Com- 
panies Among Officers of Newly 
Formed Bankers Trust Company 





HARTFORD, CONN., Nov. 26.— 
Morgan B. Brainard, president of the 
7Etna Life, has been elected president 
of the Bankers Trust Company, a new 
financial institution in Hartford which 
will have its location away from the 
immediate center of Hartford and to- 
wards the direction of the new building 
of the 7Ztna Life. It will serve as a 
heart for the Aztna Life, Rossia, Hart- 
ford Fire, Connecticut General and other 
buildings which have moved out in that 
direction. 

Charles E. Chase, who has been 
elected vice-president, is chairman of the 
board of directors of the Hartford Fire, 
Hartford Accident & Indemnity and 
Hartford Live Stock; also president and 
director of the Citizens and a director 
of the Connecticut Mutual Life. Mr. 
Chase in his banking connections is also 
chairman of the board of directors of 
the Hartford-7Etna National Bank, vice 
president of the Pratt Street Savings 
Bank and a director of the Central Se- 
curities Company. Robert B. Newell, 
who has been made secretary-treasurer 
of the new institution, is a trustee of the 
Standard Fire. 

Other insurance men on the list of 
trustees include M. G. Bulkeley, Jr., 
vice-president and treasurer of the AZtna 
Life and affiliated companies; William 
R. Corson, vice-president of the Hart- 
ford Steam Boiler; Edward Milligan, 
president of the Phoenix of Hartford; 
A. A. Welch, president, the Phoenix 
Mutual Life, and Charles G. Woodward, 
secretary of the Connecticut General 
Life. Several Hartford bankers are also 
trustees. 

The Bankers Trust Company has been 
authorized under a Connecticut charter 
with a capital of $250,000 and a surplus 
of $350,000. 


HAVE DETAILED APPLICATION 








Agency Qualification Questionnaire In 
Use in Maryland Covers All Pos- 
sible Phases 





There is widespread interest in the 
qualification questionnaire now in use 
by the Maryland insurance department 
under the recently adopted agency 
qualification law. Maryland has devel- 
oped a comprehensive schedule of ques- 
tions that should unearth all past, pres- 
ent and future history of the appli- 
cant. Different blanks have been drawn 
up for fire, casualty and life men, but 
in each case, the certificate of approval 
of a company representative and com- 
pany officer must be included. The 
questionnaire for life men is as follows: 

1 Name. Age. 

2. Residence. 

: Business address. a. Are you a 
citizen of the United States? How long 
b. Are you a resident of the state of 
Maryland? How long? 

4. Have you ever been licensed as an 
insurance agent in this or any other 
State? If so, by what states? 

K Has a license, applied for by you, 
ever been refused, suspended or revoked 
in this or any other state? If so, give 
particulars, 

6. What is your present occupation? 
How long engaged in your present occu- 
pation? 

7 If employed, name and address of 
employer. 

8. What other or further occupations 


have you been engaged in during the 
past three years? 
Do you intend to devote your | 
whole time to soliciting life insurance? 
10. If you do not intend to devote 
your whole time to soliciting life insur- 
ance, what other occupation, if any, do 


you intend to pursue while soliciting life 
insurance? ‘ 

1l.* Is this application made for the 
purpose of writing insurance on your 
own life, the life of a relative, an em- 
ploye, an associate in business or any 
other individual risk? 

12. What experience have 
soliciting or writing life insurance’? 

13. If without previous experience, by 
what means do you expect to become 


you had in 


I} NSU R. ANCE EDITION 


21 








competent to act as a life insurance | lawful for you to divide commissions 
agent? received by you, with anyone not H- 
14 If a soliciting agent, give ap- censed to receive same? 


and 18. Do you understand that it is a 
ruling of this department that no agent 
can allow policyholders to defer pay- 


proximate amount of life 
number of policies sold by 
for during the past year. 


insurance 
you and paid 


15 Have you had, or do you intend ment of premiums longer than 60 days 
to receive instruction as to the insur- without charging interest on same? 
ance laws of the state of Maryland, 19. Do you understand that it is 
applicable to the life insurance busi- against the laws of Maryland (a) to act 


ness? as 
16. Do you understand that it is un- 


agent or solicitor for any insurance 
company not authorized to do business 


lawful for you to receive from any com- in this state? (b) to act for any insur- 
pany or agent of any company, commis- ance company authorized to do business 
sions when you are not duly licensed to in this state, without first being ap- 


receive same? 
17. Do you understand that it is un- 


pointed and licensed by the company for 
which you desire to act? (c) to misrep- 
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| FOUR BLIND MEN | [2 


URING the year ending June 30, 1924, four blind men attained member- [2 
“Two Hundred 
Life Insurance Company. 
insurance were as follows: 


JONAS, 42d St. Branch, New York City 
© Youngstown, Ohio, Branch.......... 
Ex PAUL KERR, Knoxville, 
=~ S.W. KAUFMANN, Manhattan Branch, New York C ity 


largest writers of business in the Company's 
of these four blind men were among the 300 largest producers in the Club. 

Their records ought to make the blood of every life insurance man tingle, 
and be to him a clarion call to duty. 


“The fault, dear Brutus, is not in our stars, 


What is their secret? 
policies, management? 
it, but that is in the kit of every agent 


interested himself in publications for the blind, and finds in this service great 
He in effect revealed his secret when he said at the Club meeting 


ee “If I could recover my vision and had at the same time to go 
S back to my old state of mind, I would much prefer to be without 
os the so-called vision and enjoy the contentment I now feel.’ 


Does the secret then lie in a state of mind? 


Se achieve that serenity of mind through unselfish service? It looks that way. See 
Sz] And they all achieved success, too. ; ee 
wes oe 
Bu An agent must reach that serenity of mind to be highly efficient and happy. ES 
oe All men can keep within hailing distance of Mr. Jonas by insuring their lives for a 
&2| the protection of their families. That is unselfish service, and it brings real joy. BS 
< If you (meaning agents, the uninsured and the half-insured) feel sometimes like |Z 


shirking, remember these Four Blind Men and get a new grip on yourself. 





Thousand Dollar Club” of the New York oe 
Their names, Branch Offices and records of paid 


yz 
SP ps3 


300.916 
406,405 
515.750 


¥ vw 


Tenn., Branch.. 


3 Be 
PSS? 2327 P35 


1 
> 1 


r 


Club Class contained 929 members. These are the 
s agency force of 8,500 men. Three 
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They ought to shame every agent who, with 
does not make a good living. 
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But in ourselces, that we are underlings.” 


Is it the character of the Company they work for— 
Quite likely that had something to do with 
he secret lies deeper than this. 
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these four men, in addition to his work as agent, has 


bees 


eR 
PSs 


3 iol $1 
% 
at SP 


53 
oe 


Pry 
ee 


And did he and his fellows 
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NEW YORK LIFE INSURANCE COMPANY 
DARWIN P. KINGSLEY, President 
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NOT A COMMODITY, BUT A SERVICE 
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FAITHFULNESS— 


A prerequisite to all individual and cor- 
porate success—has been cherished by 
this Company and its representatives for 
over three-quarters of a century of 
progress. 


THE CONNECTICUT MUTUAL 


LIFE INSURANCE COMPANY 


Hartford, Conn. 








NORTHERN STATES LIFE 


INSURANCE COMPANY 


Minneapolis, Minn. 





F. W. DALTON, President 





Write Home Office 
Exceptional Contracts. | Some Choice Territory 














READY FOR YOU HERE 


Working “tools”—the best and most varied. 
Couperation—that goes right imto the field with you and makes you money. 


Opportunity—unlimited with a growing, progressive campany 
Field—Mimnesota, South Dakota, lowa, Illinois, Nebraska, Missouri, Kansas, Oklahoma, 


Texas. 
We work and spend right along with our energetic salesmen—to INSURE them 
~CCESS. 


NATIONAL FIDELITY LIFE 
Insurance Company 


Home Office Kansas City, Missouri 


Ralph H. Rice, President 


resent the terms or conditions of any 
policy or contract of insurance? (d) to 
make discrimination between citizens of 


of pre- 


this state or to rebate any part 
miums ofr smmissions or to twist or 
to attempt to twist any pel of insur- 
ance bY misrepresentatior 
Do you nderstat t nst 
es a rebate under the iws of Mit 

ad i illustr i 

Ih you understand s 8 
bate for you to \ re ! mt 
ny inure ment 1 t ive I n ur 

miyple Ss pur of your salar n 

MIssi¢ = I ! I ol trom n 
sura sla 1} or vou employ 

_ ients DD en 

ove! 

23 De vou inderst a vl ons 
tutes “twisting” under the laws of Mat 
land? Give an illustration 

Do you understand that it is cor 
trary te law and the ruling of this de 
partment to misreprese! the standing 

condition of any insurance ompany? 

24 Do you understand that the best 
terest ef the policyholder must be your 
first consideration | selling insurance? 

Have you ever been charged with 
financial irregularities or are you in- 


debted to any company or ageney for 
any overdue and unpaid balance? If so, 
give particulars 
ze Deo you understand that infrac- 
tions or violations of any of the insur- 
ance laws of Maryland or lawful rulings 
of the insurance commissioner will sub- 
ject your license to revocation? 

27 Do vou understand that all of 
these questions are answered under oath 
ed that false statements make you sub- 
ject to prosecution for perjury and revo- 
cation of your license? 

23 (jive three references ome of 
whom must be in the insurance buai- 
ness 


Macaulay Visits Detroit 


T. B. Macaulay, president of the Sun 
Life of Canada, was in Detroit last 
week to confer with officials of the 
Detroit Edison Company. The Sun Life 
is a large holder of the securities of 
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this concern. An inspection tour of the 
Insull group of public utilities was made 
by Mr. Macaulay and other Sun Life 
officials. Ernest W. Owen, manager of 


the Detroit agency of the Sun Life, and 
\f 


Its, rave a dinner to Mr ‘ 


STONEHOUSE WITH UNITED 
Becomes Agency Secretary in the Con- 
cord Company—Well Known in 
the Insurance Fraternity 


George | Stonehouse ot Boston is 
recentl hee appointed agency secre 
tary I trie Lnited Lite AN \ccide 

Concord N H Mir Stone 
house has been engaged in the insur- 
ance business all his lite He was 
tiated into the life insurance fraternity 
through the home office of the John 


Hancock, and subsequently held impor 
tant positions with the Massachusetts 
Bonding and the Brotherhood Accident 

In addition to his life insurance rec- 
ord, which includes both home office 
organization work, agency development, 
and actual solicitation in the field, Mr 
Stonehouse has had a rich experience 
in allied lines such as compensation, au- 
tomobile, liability, accident, and health 
insurance In his new capacity as 
agency secretary he will have charge 
ot salesmen’s quotas and agency sup 
plies, and will assist in agency develop 
ment, compilation of statistics, and 
overseeing agency accounts 


Licensed in Ohio 
he People’s Life of Chicago, which 
has been expanding its territory rapidly 
in the past year, has been licensed in 
Ohio and is now developing its agency 
plant, in that state. 








IN THE ‘MISSISSIPPI VALLEY | 
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CODE COMMITTEE IS NAMED 


Representatives of / All Classes of In- 
surance in Wisconsin Named at 
Madison Meeting 


MADISON, WIS., Nov. 26.—Thirty 
persons, representing all branches of the 


nsurance business in Wiscons sin, were 
present at the second meeting on codi- 
fication of the imsurance laws, held in 
the office of Commissioner W. Stanley 


Snitl m call of the commissioner 
eeting was entirely harmonious 
( omnissioner Smit! declared that no 
u quest ll} be ineluded in 
ind that n ucstion over 
hic] differen irise will be sub- 
te i ‘ Die ure 
t ( resentative 
1 es and classi 
rat t! tate is 
7 
\ 7 ‘ 


ern Mutual Life, Milwaukee, mutual life 
companies; Col. H. 1. Weed of the Wis- 
consin National Life, Oshkosh, stock life 
companies, and S. A. Oscar, secretary of 
the Beavers, Madison, fraternals. 
Charles H. Yunker, Milwaukee, presi- 
dent Milwaukee-Mechanics and past pres 
ident of the Western Insurance Bureau 


stock fire companies; Don S. Montgom- 


ery, Milwaukee, Lumbermen's Mutua 
the general writing mutuals, and Georg: 
\. Jacobs, Janesville town and village 
mutuals 

H. &. Lasehe of the Georg H. Rus 
sell Company, Milwaukee, stock rmualt 


companies: BE. A. Piepenbrink, Milwauk 
Wisconsin Mutual Liability 
Burhaup Wausau Emplovers Mutual 
nal 4; VV Will 


usualty mutuals, a i 
Monrose Wisconsit \u nebil Mu 
iutomebile mutuals 

ii iret ' x re 

itat J i. = ! d f ’ Nortl 

tern ¢ & Suret Milwaul 
Karl | I (ireen Bay vill rey 

W nei \ssc itior of Insut 

ul \nents while I \ Lehnbere 
! ‘ ! scl der A ! \i tub 


and William 











New Policy 


Disability Benefits of $15.00 per $1,000.00 “i P 


Waiver of Premium 
Broader Double Indemnity Clause 


Loans at end of Second Ye 


ORGANIZED 1850 
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INSURANCE CO. 


66 BROADWAY 


NEW YORK 
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Producing 


General Agents 
Wanted 


Michigan 
Virginia 
Kentucky 





Washington 
Oregon 


Idaho 


Unusual opportunities and attractive contracts to 
men who are good PERSONAL PRODUCERS 
and who have ability to ORGANIZE an agency. 


_ Must have details regarding insurance experi- 
| ence, production in each of last three years, and 
particular territory desired, in first letter. 


For booklet ‘Why the Minnesota Mutual” write 


| O. J. LACY 


2nd Vice-President—in Charge of Agencies 


THE MINNESOTA MUTUAL LIFE 
INSURANCE COMPANY 


MINNESOTA 


| SAINT PAUL 





ROCKFORD — The Market- 
Place of Northern Illinois 


[In thirty vears Rockford, Illinois, has grown from ti 
65,000 popula In the ten vears between the 1910 1 1920 
census, it showed an increase of 44.6 
Such a record of continued rapid growth is equalled by few cities 
\ tavorable natural location, excelle: ul aciliti r i 
entral n a prosperous territory, have all contr 
Rockford is now ranked as the second industrial city of Illinois 

e greatest industrial center outside of Chicag: Over a quartet 
million people live within a 30-mile radius; its 16,000 rT 
have over $24,000,000 deposited in Rockford banks 
rhe right kind of a man, working under the helpful Register 


Lite General Agency contract, will find in Rox 


rounding territory a fertile, prod 
We are ready to a general ag 
confidence. 


appoint 


| REGISTER LIFE INSURANCE COMPANY 


Incorporated 1889 
DAVENPORT, IOWA 











ee 


Wanted: 


In place of flunkies— 


MEN 


We want honest-to-goodness men, who can de 
velop themselves and the territory which they 
will represent. We need thinkers and doers, 
capable of big things. 


You've heard of the Atlantic Lite, and what 1 


' has done. The record of our agencies speaks | 
| for itself. " 
| lf you are a hard-hitting, broad-prineipled gen i 
| eral agent capable of doing business on a large } 
scale, we can offer you a general agency con j 
t 2 


tract which will mean a great deal to vou in 


\labama, Kentucky, Georgia, 


West Virginia, Michigan and 
lexas. 
\rite, wire or phone 
W. HW. DALLAS, Superintendent of Agencies 
Atlantic Life Insurance Co. 


RICHMOND, VIRGINIA 


er emo ema 





at gnc yo 
Insurance Company 


Step-By-Step 


The Ohio National Life 
Insurance Company 


T. W. APPLEBY, President 
W. F. MACALLISTER, Agency Manager 
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Empire Mutual 


Life Insurance Company 


of the United States 


KANSAS CITY, MISSOURI 
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THE OLD LINE 
CEDAR RAPIDS LIFE INSURANCE CO. 


A GOOD WESTERN COMPANY 
CEDAR 


ieihm Up-To-Date Policies Liberal Contracts 
Iowa, South Dakota, Minnesota, Nebraska 


POLICY LOANS CAUSE LAPSES 
Have You found a way to stop this waste? 
Our plan IS saving millions for many Companies and is the result of twenty- 
two years of careful research and experience. 


THE OTIS HANN COMPANY 
10 So. La Salle St. Chicago, Illinois 


THE PEERLESS LIFE INSURANCE COMPANY 


OF KANSAS CITY, MISSOURI 

















WANTS GENERAL AGENTS FOR HANNIBAL, KIRKS- 
VILLE, CHILLICOTHE, ST. JOSEPH AND ROCKPORT 


LIFE ACCIDENT HEALTH 





“SAFE AS A GOVERNMENT BOND” 


©) The OHIO STATE LIFE 


LIFE. HEALTH, ACCIDENT “~c MONTHLY INCOME INSURANCE. 


1a LATEST POLICIES AND AGENCY CONTRACT Ba'LSZ HE 
Openings Obie, Ind.. Ky. Mich., W. Va., Tex. and Okla, Write Columbus 








National Underwriter want ads are result getters 





| Old Line Life, 


| report on the 


| ments $43,980. 
| and liabilities $6,703. 
914,000. 


| ments $11,919. 


| ments $71,510. The 


| ship course = be 
| weeks beginning Dec. 1. 
| two lessons a week and the classes will 


| will speak for the Milwaukee Board of 
| Fire Underwriters. 


assistant secretary 
Milwaukee, will represent 
the accident and health companies. Wil- 
liam M. Wolff, manager Fidelity & De- 
posit at Milwaukee and president of the 
Insurance Federation of Wisconsin, will 
represent that body while C. A. Henkel 
of Soevig & Hiscox, Milwaukee, will 
represent the Casualty Underwriters As- 
sociation of Wisconsin, of which he is 
president. 

In order to expedite matters some- 
what, it was determined that a com- 
mittee of six be chosen to maintain 
active personal contact with Commis- 
sioner Smith, and to this special com- 
mittee was delegated the necessary au- 
thority to take whatever action may be 
necessary to bring the codification mat- 
ter to a favorable termination. This 
special committee has Commissioner 
Smith as ex-officio chairman, and is 
composed of M. J. Cleary, Northwestern 
Mutual Life; H. E. Lasche, George H. 
Russell Agency; Charles H. Yunker, 
Milwaukee Mechanics; F. J. Tharinger, 
Old Line Life; Jay J. Reynolds, North- 
western Casualty & Surety, and S. A. 
Oscar, Beavers. 


F. J. Tharinger, 


NEW REPORTS ON FRATERNALS 


Illinois Department Announces Its Find- 
ings in Case of Three Chicago Bene- 
ficiary Societies 


The Illinois department has issued its 
Sicilian Union, a mutual 
benefit concern of Chicago, as of Sept. 
1. The total income for the first eight 
months was $122,316, and total disburse- 
Its assets were $78,336 
It has in force $4,- 
Up to the present time the 
minutes have been kept in the Italian 
language, but the department has been 
advised that hereafter all the minutes 
will be kept in English. 

The Illinois department has also made 
a report on the Society of the Taborites 
of Chicago. This is a Czecho-Slovak 
organization. The total income up to 
Sept. 1, was $20,061, and the disburse- 
The assets are $69,722, 
and the liabilities $1,500. The society 
has 40 lodges. It only operates in IIli- 
nois. 

The department has made a report on 
the Firemen’s Mutual Aid & Benefit of 
Chicago. This consists of members of 
the Chicago fire department, under age 
40. The income for the first six months 
amounted to $82,515, and the disburse- 
assets are $255,103, 
and the total liabilities $11,733. The 
association jssues a magazine and $25,- 
000 has been turned over to the asso- 
ciation from this publication. 


Back “Y” Course at Indianapolis 

At a meeting of life insurance man 
agers and general agents in Indianapolis 
last week, it re agreed to get back ot 
the Y. M. C. A. life insurance salesman- 
put on for the 16 
There will be 





be taught by Edgar Webb, of the Equit- 
able Life of New York’s Indianapolis 
office. Mr. Webb had 10 years of teach- 
ing experience before entering the life 
insurance business. The class will num 
ber about 25 pupils and a number of the 
general agents and managers pledged to 
be responsible for one or two students 








HOME OFFICE 
SPRINGFIELD, ILLINOIS 


A Company of Service 


Service to Policy Holders Service to Agents 


Live Up-to-Date Policies Ordinary Life 


H. B. HILL, President N. H. WALT, Vice-Pres. and Agency Director 





MUTUAL LIFE OF ILLINOIS 


An Old Line Legal Reserve Life Insurance Company 


(| Operates under the Famous “Registration Act” which requires the reserve on every policy issued to be deposited 
and held in Trust by the Insurance Department of the State 

Limited Payment and Endowments 

A few good openings for good live producers in Illinois. Correspondence Invited. 
JAS. FAIRLIE Vice-Pres. and Actuary 


Service to the Public 


DR. J.R. NEAL, Sec. 




















from their respective offices. The 
course costs but $20 and follows the list 
of lessons prepared by a committee of 
the Naticnal Association of Life Under- 
writers. 


WANT VAN CAMP REAPPOINTED 


Insurance Men and Premium Payers 
Urge Retention of Present North 
Dakota State Commissioner 


PIERRE, S. D., Nov. 26.—There is 
a general feeling not only in insurance 
circles but among the people at large 
that W. N. Van Camp, the present in- 
surance commissioner, should be reap- 
pointed to that position by Governor- 
Elect Carl Gunderson. Mr. Van Camp 
has made a most excellent official. He 
has been very fair and impartial. He 
has seen to it that the insurance laws 
of his state were enforced. South Da- 











W. N. VAN CAMP 


Insurance Commisisoner South Dakota 


kota, year by year is coming into more 
importance insurance wise, as the values 
in the state increase. Mr. Van Camp 
has been in office long enough to get 
his bearings and to be of value to the 
insurance buying public. That he stands 
well among his fellow commissioners 
in the country is evidenced by the fact 
that he is chairman of the executive 
committee of the National Convention 
of Insurance Commissioners, Insur- 
ance men who have come in contact with 
Mr. Van Camp appreciate his broad- 
mindedness and honesty of purpose. He 
is regarded as one of the best equipped 
insurance commissioners in the country. 


Plan of State Capital. 


Samuel Quinn, who is promoting the 
State Capital Life of Springfield, IIL, will 
sell the stock at two for one, which will 
give $100,000 capital and $100,000 sur- 
plus. Mr. Quinn states that it will take 
about six months for the stock to be 
sold. 


Cleveland Life’s Indiana Meeting 


agents in southwestern In- 
Cleveland Life, held a 
meeting at Evansville, Ind., where 
general business conditions were dis- 
cussed. The main address was made by 
H. M. Moore, vice-president of the 
company. It was the general opinion 
of the agents who attended the meeting 
that 1925 will be a better year for the 
insurance companies than the present 
year has been. 


General 
diana of the 


Held on Forgery Charges 


Joseph R. Gant, who was at one time 
associate general agent of the Home 
Life in Kansas City, although he has 
not been connected with that agency 
for several years, was arrested last week 
on five charges of forgery, growing out 
of shortages in the suburban bank at 
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This is No. 13 of a series of advertisements appearing in The National 
Underwriter. rT ‘atch for succeeding ones setting forth Michigan Mu- 
tual opportunities. 

















Michigan Mutual Life Building 


Permanency 


Lasting success is for leaders only. True of institutions, 
An organization which has enjoyed 


known and 


true of individuals. 


sound business growth, which has become 


and fair dealings with its 


agents and clients is bound to endure as long as it adheres 


to these principles. 


The Michigan Mutual’s reward for service rendered in this 
to future permanency and pleasant 


always worked for the 


way is a guarantee 
profit for all concerned. We have 


success of our agents, for their happiness and for their 


| 

| 

} 

recognized for its honorable 
| 

| 

| 

| 

| - 

| future. 


Michigan Mutual Life Ins. Co. 


| 
| J. J. MOONEY, President A. F. MOORE, Secretary 
GEO. B. McGILL, Supt. of Agencies 


| Madison Ave. at John R. Street, Detroit 























The Child’s 20-Pay Life Optional Endowment Policy 


of the 


Great Republic Life Insurance Company 
of California 


Protects both the child and its parents and includes waiver of 
premium in event of permanent total disability of the father, 
who is the beneficiary. Agents are enthusiastic over its wonder- 
ful selling features. If you are interested, write for copy of 
“Making Dreams of Your Children’s Future Come True,” and 
our attractive proposition to agents. 


E. L. BLACK, State Manager 
P. O. Box 299, 
Newport, Arkansas 


J. R. RAILEY, Manager 
Southwestern Department 
401-2 Mercantile Bank Bldg. 


Dallas, Texas 
W. H. SAVAGE, Vice President 
Los Angeles, California 











One Hundred Men Wanted 


BEFORE JANUARY Ist, 1925 


We want to reach the $100,000,000 mark of 
business in force during 1925. We want one hun- 
dred or more men who will support themselves by 
writing life insurance—and appoint other men that 
will support themselves by writing life insurance 
and get those men to appoint other men and those 
others still others. The result of such a procedure 
is startling. 


Write direct to the Home Office for details of 
the DIRECT AGENCY SYSTEM or get in touch 
with any of our agents in the field and they will 
gladly explain it to you. 


We are now operating in Ohio, Indiana, Illi- 
nois, Michigan, Iowa, Missouri, Kansas, Okla- 
homa, Colorado, Nebraska, Kentucky, West Vir- 
ginia, Pennsylvania, Virginia, Maryland, District 
of Columbia and Florida. 


We are making a world’s record. Come with 
us and grow. 


The Columbus Mutual Life 
INSURANCE COMPANY 
Columbus, Ohio 


Cc. W. BRANDON, President D. E. BALL, Secretary and Actuary 

















EQUITABLE LIFE OF IOWA 


Now Occupies Its 


NEW 18-STORY 
HOME OFFICE BUILDING 


In Des Moines 


With increased facilities, it is now 
better prepared than ever before 
to render service to its policy- 
holders, agents and friends. 























SPECI.LISTS GATHER THE INFOR- 
MATION THAT APPEARS IN THE 
NATIONAL UNDERWRITER. 
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Kansas City of which he was president. 








The shortage is variously estimated at 
from $100,000 to $630,000. The affair 
came as a great shock to life insurance 
men in Kansas City, as Mr. Gant was 
highly respected and had been an active 


General Agent Wanted : ated a local association there in 


Set Six Months Limit. 
The MUTUAL TRUST LIFE INSURANCE COMPANY, of The Wisconsin agency of Mutual 





hice has iust s 4 admissi he s » of Ohi d a Life, Bruce Whitney, manager, is 
Chicago, has just secured admission to the state o 10, and now planning to enforce the rule of the com- 
has a number of openings 1m various parts of the state on a real pany which requires that all agents not 


general agency proposition. producing any business in six months 


consin agency feels that if an agent 








Mutual Trust is purely mutual and is also one of the few Com- does not produce at least one applica- 

panies operating on the strictly Full Level Premium Reserve basis. tion a month his contract can be of 

: aie a a . Seis : little value to himself, the company or 

Its policy contracts embody every desirable feature consistent with the agency. The company’s rule will 

sound underwriting. It is a Company enjoying an enviable record become effective locally beginning Jan. 

throughout all the territory in which it operates. Its contract to 1, and a general housecleaning is pre- 

agents is liberal and is supplemented by 100% Home Office coop- dicted. 

eration. If you have the initiative and ability to build a business New England Mutual’s Rally. 

for yourself, address. Mutual Trust Life Insurance Company, A general meeting of Wisconsin and 

Chicago Temple, Chicago. northern Michigan agents of the New 

England Mutual Life was held at Mil- 

waukee Friday. Glover 5S. Hastings, 

superintendent of agencies from the 

home office, was in charge of the ses- 

sion. fJoth Mr. Hastings and A. L. 

ees Saltzstein, agency manager at Mil- 























Our Agents Have 


A Wider Field— 
An Increased Opportunity 
Because We Have 


Age Limits from 0 to 60. 


Policies for substantial amounts (up to $5,000) for Children on 
variety of Life and Endowment plans, thus enabling parents to 
buy all of the Family’s insurance on the Ordinary, i.e. Annual, 
Semi-annual or Quarterly Premium plan. 


Participating and Non-Participating Policies. 
Same Rates for Males and Females. 


Double Indemnity and Total and Permanent Disability features 
for Males and Females alike. 


Standard and Substandard Risk Contracts, i. e. less work for 
nothing. 


We have openings in Ala., Ariz., Ark., Dela., D. C., Fla., Ga., IIl., 
Ia., Kans., Md., Mich., Minn., Miss., N. M., N. C., Okla., 
S. D., W. Va., Wyo. 


THE OLD COLONY LIFE INSURANCE COMPANY 
of CHICAGO, ILL. 


B. R. NUESKE, President 


The Company has its Home Office in its own building at 166 W. Jackson Blvd., running 
through to Quincy and Wells Streets, right in the heart of Chicago’s Financial district. 

















be dropped from the lists. The Wis- 
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waukee, addressed the gathering ouyt- 
lining plans for the conclusion of the 
vear's MusINess \bout 40 agents t 
tended 





Licensed in Minnesota 
The Farmers & Bankers Life of 
Wichita, Kan.. American National of 
Texas and the Old Line of Lincoln, 
Neb., have been licensed in Minnesot 





Expect Iowa Code Revision 


The reelection of Charles F. Fulton to 
the Iowa state senate makes it highly 


probable that the lowa insurance code 
will be rewritten at the coming sessior 
of the legislature Mr. Fulton was a 


member of the special committer that 
investigated the insurance department at 
the last session and was the author of 
the resolution asking that a committee 
be appointed to recodify the insurance 
statutes, but the resolution was defeated 
in the house because of the lack of time 
to consider it The investigation at the 
late session developed a Strong sentimer 
favorable to a revision of the code 0 
be done in a friendly spirit toward the 
insurance industry and at the same time 
give policyholders ample protection 

Senator Fulton will doubtless be chair- 
man of the committee on insurance ir 
the senate the coming session, as Sena- 
tor Scott, at the head of the committee 
in the last session, was not a candidate 
for reelection 


Mississippi Valley Notes 


Cc. A. MeConaghy, actuary for the 
Continental Life of St. Louis, is the 
proud father of a boy 

S. A. Henchie, cashier of the Wisconsin 
agency of the Equitable Life at Mil- 
waukee, is the proud father of a baby 
girl. Mr. Henchie is well known among 
Equitable Life men throughout the coun- 
try. having formerly represented the 
company as traveling auditor. 

James A. McLain of New York, as- 
sistant superintendent of agencies for 
the Guardian Life, was in Fargo, N. D., 
recently en route to the west He enter- 
tained 15 company agents at luncheon 
and discussed agency matters with them 
later at the office of R. A. Trubey, state 
manager 





SOUTHERN FIELD 


. — 


ALAMO LIFE’S GREAT RECORD 











New San Antonio Company, Started in 
August, Has Made a Remarkable 
Showing 


SAN ANTONIO, TEX., Nov. 26 
Starting business the first week of Au- 
gust, 1924, the Alamo Life of San An- 
tonio had written business to the amount 


of $2,350,000 at the end ot the rst 
three months of its existence \pprox 
imately $1,000,000 worth ot busines 
vas written the frst montl 
lle \lan Lite does not appormt 
eneral agents ut operates under the 
upervisor plan, with salaried super 
i ‘ irwe 7. various districts 
ho have territorial agents under them, 
il working under the personal direction 
I \\ Nothstine vice-president ind 
al chrector who 1 well known 
it thre ‘ 1! t! i’ i sales | 
tt 
San Antento’s First Company 
Phe Alar Lith Sit \ntor 
mn 1 t t I ked y oa 
\ntonwe pita In the orgat t 
S100 001 t ! \ ly ed \ 
thre ton colcle ’ 7. S70 0000 
it, thereby creating a surplus of $100,000 
All activitic ll be contined to Texas 
until thos tute 1] ive beet thor 
ought old” on the compat \tter 
Nn 1 the he turned Cal 
rel thre i te ethod ! 
nto play there. | California 
remainder ot the tite til toe thee 
Jrall tee 
Phe ofticer ‘ the compan iré 
hyann Dowdell jere lent Kent 
WV inne Vice-president | \\ Not! 
vice re dent and ale livectou Merl 
Cdate secretal etuat borne 
rown, treasurer lhomas R. Lent 
ociite treasttrer iuel Td be atz-Conbele 
kk TInInY air tockholder 
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MORE THAN 50% 


of the business written by some of our larger 
agencies is a direct result of the Fidelity lead 


service. Our agents interview interested pros- 
7 ple who have written the d 
ffice [efeomation. 


Fidelity is a low-net-cost company operat- 
ing in 40 states. Full level net premium re- 
serve basis. Over Quarter of a Billion in 
force. Faithfully serving insurers since 1878. 


FIDELITY MUTUAL LIFE 
INSURANCE COMPANY, PHILADELPHIA 
Walter LeMar Talbot, President 
A few agency openings for the right men 














Stephen M. Babbit 
President 


Hutchinson, Kansas 








SAFETY! 


Not taken for granted, but an 
actual business-producing type of 
policy with rock bound safety which 
every insurance buyer is interested 
in. Such is the security of the Na 
tional Life and behind every Na- 
tional Life agent. And, as such, it 
helps him secure the confidence of 
insurance ‘wyers; popular policies 
and our cooperation help to sel 
them. 


NATIONAL LIFE ASSOCIATION 


DES MOINES, IOWA 

















a week is the cost of The 
Sc National Underwriter by 
annual subscription. 





cently made in settlement of the federal 
inheritance tax by the Letts estate. 

Shortly before Mr. Letts’ death a 
group of Los Angeles life men placed 
$1,500,000 on his life and had him sold 
on $1,500,000 more but the companies 
were reluctant about issuing the addi- 
tional amount and the second deal did 
not go through. 


Wins Suit for Commissions 


Lew Wallace, former state agent for | 


the American Life of Detroit at Port- 
land, Ore., was a winner a second time 


la few days ago before a circuit court 
| jury in his case against the concern 


| which he formerly represented. He was 


awarded a judgment of $64,859 for sums 
alleged due as commission. The case 


| has been in litigation for two years. 


New Companies in California 
The Conservative Life of Wheeling, 


W. Va., has just been licensed to 
operate in California. G. D. Thomas 
of Los Angeles will act as general 


agent for the state. 

The Morris Plan Insurance Company 
of New York was also granted a 
California license. Fred A. Collman of 
the Morris Plan office in San Fran- 
cisco has been named general agent. 











IN THE ACCIDENT AND HEALTH FIELD — 








BIG FACTORS IN LOSS RATIO 





| Faulty Lighting and Poor Eye Sight 


Said to Cause One Out of 
Eight Accidents 





Faulty lighting and poor eyesight 
“are today the major factors in one out 
of every eight accidents”, it is asserted 
by R. E. Simpson, engineer of the Trav- 
elers, in a report to the Eye Sight Con- 
servation Council of America, which is 
carrying on a nationwide campaign for 
better vision in education and industry. 
Fully 66 percent of American workers 
have defects of vision, according to the 
report. Mr. Simpson said: 

“There is indisputable evidence that 
the momentary and temporary blind- 
ness caused by workmen having un- 
shaded lamps close to their eyes and in 
the direct line of their vision is directly 
responsible for many industrial acci- 
dents. There is also evidence of acci- 
dents because of this same kind of 
blindness due to the specular reflection 
—more commonly known as glare— 
from brightly polished material within 
the range of vision. These and many 
other evils of illumination prevalent a 
decade ago were reflected in the acci- 
dent rate to the extent of being decid- 
edly contributing factors in one out of 
every four accidents. 

“Notwithstanding all improvements, 
we still have an appalling number of 
accidents every year and improper il- 
lumination and defective vision are today 
the major factors in one out of every 
eight accidents. Sight is the most val- 
uable of our endowed bor natural senses 
for protection against bodily injury and 


| any impairment of vision or reduction 
| in our ability to see decreases our nat- 
| ural protection by just that much.” 


Assured Wins the Case 


Accidents, Ambiguity of Terms of 
Policy Resolwed in Favor of Insured. 
A policy held by the plaintiff in the de- 
fendant company guaranteed the plain- 
tiff the payment of specified weekly sick 
and accident benefits. While the policy 





training of agents. 
large companies. 


good territory. 


I WANT A GENERAL AGENCY 


A direct home office connection with a good company. Have had 
several years’ successful experience both in personal production and 


Am at present employed in a managerial capacity with one of the 


My record will stand the most careful scrutiny. Will consider any 


Address L-10, care The National Underwriter. 








J. C. MAGINNIS, President 
J. BARRY MAHOOL, Vice-President 





Eureka-Maryland Assurance Co. 
OF BALTIMORE, -MD. 


Incorporated Under the Laws of Maryland, 1882 
WE ISSUE 


Standard Ordinary and Industrial Policies 


Dry. Het IGLEHART, 


N. WARFIELD, Jr., so Treasurer 
Medical Director 








was in force the plaintiff while endeav- 
oring to alight from a freight train, fell 
and was struck by the train, as a result 
of which his leg had to be amputated. 
The evidence showed that at the time 
of the injury the plaintiff was on the 
train without the permission of the con- 
ductor. A statute of the state in which 
the accident occurred made it a mis- 
demeanor to travel on a railroad train 
“with the intention of being transported 
free and without paying the usual fare.” 
The policy provided that: “No benefits 
will be paid for any disease contracted 
before the date of this policy, nor for 
sickness due to immorality or violation 
of law . 

Upon suit on the policy by the plaintiff 
the defendant resisted on the ground 
that accident was a sickness caused by 
violation of law and that the plaintiff 
Was engaged at the time of the acci- 
dent in an unlawful act, contributory to 
the accident. 

Held: The plaintiff should have judg- 
ment. The terms “sickness” or “disease” 
do not apply to accidents, and if there is 
ambiguity in the wording of the policy 
the question must be resolved in favor 
of the insured. Even if the unlawful- 
ness of the plaintiff's conduct were es- 
tablished, the right of recovery should 
not be affected unless his conduct was 
so reckless as to remove the injury 
from the class of accidents. 

Poole vs. Imperial Mutual Life & 
Health. Supreme Court of North Caro- 
lina. Decided Oct. 29. 


Eureka Casualty Licensed 

department has li- 
censed the Eureka Casualty, which has 
been under organization in Los Angeles 
for the past year, to write accident and 
health for the present. F. A. Moore, 
president, was for many years with the 


The California 


Continental Casualty, the Time Insur- 
ance Company of Milwaukee and the 
Central Casualty of Ohio. N. W. Haynes, 


secretary, was for 14 years with the Lon- 
don Guarantee & Accident and subse- 
quently with the Pacific Coast branch of 
the Columbia Casualty. 


Launch Big Business Drive 


The United States National Life & 
Casualty is launching an intensive pro- 
duction campaign for the first two weeks 
of December to place its new $250 inter- 
mediate life policy on the market. This 
policy is being placed in the hands of 
all agents of the company, commercial, 
monthly or weekly, and a contest will be 
held from Dec. 1 to 13, with prizes 
offered for the winners and all qualify- 
ing. The company has divided the coun- 
try into nine districts and is sending 
home office representatives into each of 
these districts to direct this campaign. 
A special effort is being made to make a 
record sale of this new form in its first 
two weeks on the market and to fully 
acquaint the men in the field with the 
policy and the best selling methods. 


Peoria Life Changes 

Paul Bourscheidt has been chosen as- 
sistant secretary and office manager of 
the Peoria Life. He was formerly as- 
sistant secretary. He was educated at 
Spaulding Institute and entered the ac- 
tuarial department of the Peoria Life 
shortly thereafter. When Actuary 
George B. Pattison went to war. Mr. 
Bourcheidt became assistant actuary 
James B. Russell was appointed assist- 
ant actuary. He has been connected 
with the actuarial staff of the Trav- 
elers. Lorence Menery, who joined the 
Peoria Life staff about a year ago, has 
been appointed manager of the policy 


loan department. He was formerly con- 
nected with F. J. Haight, consulting ac- 
tuary at Indianapolis. 


New Prudential Branch at Columbus 

The Prudential is to open another 
branch in Columbus, O. It will be 
located in the new building at High and 
Long streets. 








GENERAL AGENCY 





(1) Are you a good personal pro- 
ducer? 
(2) Are you an organizer of men? 
(3) Have you accumulated $25,000 
in assets? 
(4) Are you of the best social 
standing? 
(5) Can you earn $10,000 per year? 
Check up on your record now. See 
if you can land this opportunity at 
Kalamazoo, with one of the dominant 
old line life insurance companies. 
Once you land this position we will go 
the limit to help you. Experts will aid 
in closing business and you will be 
supported by policies having new sell- 
ing features and settlement provi- 
sions not yet issued by any other com- 
pany, and by a low percentage of 
rejections. 
You will receive a contract direct with the 
home office, a liberal first year commission, 
a renewal commission, a collection fee, an 
office allowance and a business-development 
allowance. 
Show us how you measure up! Address 
K-79, care The National Underwriter. 


Note: We also have an unusually attrac- 
tive, special contract for good salesmen 
whose experience is limited. 








HOME LIFE INSURANCE CO 


ew Yor 


ETHELBERT IDE LOW, President 


The 64th Annual Report shows: 
ee received during the 


Sy Ee adehesensnescecees 7,686,853 
Payments to Policyholders 
and their Beneficiaries in 
Death Claims, Endowments, 
Dividends, etc. .........++. 5,871,544 
Increase in Assets........... 2,401,587 
Actual Mortality 56% of the 
amount expected. 
Insurance in Force......... -. 247,373,218 
Admitted Assets ............. 44,655,222 
FOR AGENCY APPLY TO 


W. A. R. BRUEHL & SONS 


Rooms 601-606 nee Nat. Bank 
CINCINNATL” OHIO 


229-233 Leader-News Building 
CLEVELAND, OHIO 











CONNECTION DESIRED 
Man past middle age with 15 years of suc- 
cess as organizer and general agent of Legal 
reserve life insurance company with best of 
references is now open for contract. 
Address L-6, 
Care The National Underwriter. 








MR. AGENT! 


Do you care for QUALITY, not 
SIZE? Age, Sound Experience, 
Low Cost, a Splendid Record for 
70 years? 


Then why not take a General 


¢ Agency in its HOME STATE for 


THE ST. LOUIS 
MUTUAL LIFE 


gue AGENTS AND POLICY HOLDERS 
ST.CK! WRITE THE HOME OFFICE 
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NEWS ABOUT LIFE POLICIES 





Policy Literature, Rate Books, etc. 
PRICE, $3.50 and $2.00 respectively. 


New Policies, Premium Rates, Dividends, Surrender Values, and all Changes in 
J B Supplementing the “Unique Manual- 
Digest’’ and “Little Gem,” Published Annually in May and April respectively. 














POLICY LIMITS ARE EXTENDED 


Prudential Now Issues Its New Special 
Form for Ages 20-60 and in 
Amounts Up to $200,000 


The age limits for the “whole life pol- 
icy with premium rate for five years 
half of subsequent rate” have been ex- 
tended so as to include ages 20 to 24 
and ages 56 to 60 inclusive by the Pru- 
dential. Rates are not yet available. 

New limits of amount for this policy 
have been established according to 
which the maximum amount at certain 
specified ages will be $200,000. Indus- 
trial 25-55. The minimum limit remains 
unchanged. ; 

The rule that the “total of term in- 
surance and whole life half rate insur- 
ance on one life, including previous 
insurance, must not exceed $100,000” 
will no longer obtain. All other rules 
as to limits of amount will remain un- 


changed. 


INDIANAPOLIS LIFE SCHEDULE 





New Dividends, Showing 25 Percent 
Over Previous Scale, Are Given 
for Principal Forms 





The full schedule of 1925 dividends 
has been announced by the Indianapo- 
lis Life, supplementing the preliminary 
announcement that was made recently 
The new scale, which shows an increase 
of about 25 percent over the previous 
scale, is as follows on the principal poi- 
icy forms over a 20-year period: 

Ordinary Life 
———Dividend Year— — 


















Age Pr. 1 5 10 5 20 
16 $16.13 $ 2.94 $ 3.92 $ 5.29 $ 5.75 $ 6.29 
17 16.45 2.96 3.99 5.38 5.86 6.43 
18 16.79 2.98 4.06 5.47 5.97 6.57 
19 17.14 3.00 4.13 5.56 6.08 6.71 
20 17.50 3.02 4.20 5.65 6.19 6.85 
21 17.89 3.04 4.27 5.73 6.30 6.98 
22 18.30 3.06 4.34 5.82 6.42 7.12 
23 18.73 3.09 4.42 5.91 6.54 7.26 
24 19.16 3.13 4.49 6.01 6.66 7.41 
25 19.64 3.17 4.55 6.11 6.79 7.57 
26 20.14 3.22 4.61 6.22 6.93 7.73 
27 «20.65 3.27 4.67 6.34 7.07 7.90 
28 21.20 3.31 4.73 646 7.22 8.08 
29 21.78 3.34 4.79 6.59 7.38 8.26 
0 ‘ 37 4.86 6.73 7.54 8.45 
1 39 4.9: 6.87 7.70 8.66 
2 5. 7.02 7.87 8.88 
33 7.17 8.05 9.12 
34 733 8.24 9.36 
35 \y 7.50 8.45 9.60 
36 : 7.67 8.67 9.84 
37 3.! 7.85 8.90 106.09 
38 28.66 3.54 8.04 9.15 10.36 
39 29.66 3.58 8.25 9.42 10.64 
40 30.74 3.62 8.47 9.70 10.95 
41 3.66 8.71 9.98 11.28 
42 3.70 8.96 10.26 11.6 
43 3.74 9.25 10.55 12. 
44 3.78 9.51 10.85 1: 
45 3.82 9.81 11.18 1 
46 3.87 12 11.54 13 
47 3.93 44 11.94 1 
48 4.00 78 12.40 1 
49 4.08 14 12.93 1 
50 4.17 52 13.54 1% 
51 4.28 93 14.18 1 
52 4.40 ; 14.86 1 
53 4.54 15.56 
54 4.69 16.28 18.90 
55 4.85 17.03 19.69 
56 5.01 17.82 
57 5.17 18.66 
58 5.34 19.57 
59 °0.56 
60 21.61 
20-Payment Life 

Dividend Year —— 
Age Pr. 1 5 10 15 20 
16 $24.26 $ 2.93 $ 4.21 $ 6.08 $ 7.3 
17 24.64 2.95 4.29 6.19 7 
18 25.04 2.97 4.37 6.30 7 
19 25.45 2.99 4.45 6.41 7 
20 «25.88 3.01 4.53 6.52 7 
21 26.34 3.03 4.61 6.63 7 
22 26.79 3.06 4.69 6.74 8 
23 27.27 3.09 4.78 6.85 8. 
24 27.78 3.12 4.86 6.96 8. 
25 28.30 3.16 4.93 7.08 8. 
26 28.83 3.21 4.99 7.20 8.7 
27 «29.41 3.26 5.05 7.33 8 
28 29.99 3.30 5.12 7.46 9 























Dividend Year———— 

Age. Pr. 15 20 
29 30.59 9.20 11.09 
30 31.23 9.36 11.31 
31 31.88 9.54 11.54 
32 32.5 x71 «(11.77 
33 33.2 9.89 12.01 
34 34. 10.08 12.25 
35 3 10.29 12.49 
5 10.51 12.74 
10.74 13.00 
10.97 13.26 
11.20 13.53 
11.43 13.81 
11.66 14.10 
11.89 14.41 
12.13 14.74 
12.38 15.09 
12.66 15.46 
12.97 15.85 
: 13.31 16.25 
7.13 11.2 13.67 16.67 
3.96 7.30 11.48 14.05 17.10 
4. 7.47 11.77 14.44 17.53 
4 7.66 12.12 14.89 17.98 
4. 7.85 12.49 15.38 18.43 
4. 8.04 12.89 15.90 18.89 
4.45 8.25 13.33 16.44 19.35 
4.6 8.50 13.81 17.01 19.82 
4 8.79 14.35 17.60 20.30 
4 9.13 14.95 18.22 20.79 
4. 9.52 15.60 18.88 1.20 
5 9.97 16.31 19.57 21.83 
5 10.47 17.08 20.29 22.38 

20 Year Endowment 
——-Dividend Year 
5 0 15 °0 


13. 1 

3. 13 1 

3.5 13 1 

3 13. 1 

< 13 1 

3 13 1 

: 13. 1 

3.£ 13 1 
q q 13 1 
3 3 le ] 
38 3.8 13 1 
39 3.6 13 1 
40 3.6 13 1 
41 3.6 1: 1 : 
42 3 13 1 
13 3 1: 1 
44 3.6 1; 1 
45 3 1: 1 
16 3.6 13. 1 
47 3.6 13 1 
48 3.6 ly 1 
9 3.7 13 1 
50 3.7 7 1; 1 
51 3.1 : p 1 1 
52 3.98 7.15 11.36 14.7 18.: 
53 4.13 7.44 11.95 15.35 1 H 
54 4.28 7.78 12.62 16.09 19.20 
55 4.43 8.16 13.34 16.82 19.73 
56 4.58 8.57 14.08 17.56 20.25 
57 4.73 9.00 14.82 18.29 20.75 
58 4.89 9.46 15.57 19.00 21.23 
59 5.06 9.96 16.34 9.70 21.69 
60 5.26 10.50 17.16 0.43 22.15 





Contin. Prem. End. at 65 


-Divide nd Yé« al 





20 Vear Endowment End at 65 
— Dividend Year 


1 5 1 
$ 2.88 $ 4.04 $ 5.66 $ 7.06 $ 8.79 


2.96 4.28 6.10 7.66 9.59 
4.65 6.64 8.42 10.61 
4.97 7.30 9.33 11.80 
5.36 8.10 10.40 13.28 





Alamo Life 


An endowment bond policy is being 
featured by the Alamo Life of San An- 
tonio, Tex, The policy matures at age 
70, the payment on the bond being in the 
nature of a specified payment into a sav- 
ings account. In case of death of the 
bond holder, or insured person, the entire 
face of the bond is paid to his bene- 
ficiary. The permanent and total dis- 





ability includes both waiver of income 
and monthly income features. If the 
disabled policyholder lives to age 70, al- 
though his payments ceased when his 
disability began, his bond matures just 
the same. 

Bond holders may cash in their bonds 
at any time, or they may borrow on them 
at the rate of 6 percent and the value 
of the bond is always in excess of the 
amount that the bond holder has paid. 
The bond holder may specify whether 
the entire face of the bond shall be paid 
to his beneficiaries, or whether a stated 
income shall be paid monthly over a pe- 
riod of ten years. 


WILL HAVE RATE DECREASES 


Understood Missouri State Life Will 
Make Interesting Announcement at 
Its Annual Agency Meeting 


At the annual agency meeting of rep- 
resentatives of the Missouri State Lite, 
to be held at Havana, Cuba, in Feb- 
tuary, 1925, officials of that company 
will reveal details of the new rates 
now being prepared. It is understood 
that these will be lower than the Trav- 
elers rates and will put the Missouri 
State in a most favorable position from 
a competitive standpoint. An official 
of the company is quoted as saying: 
“Our rates will beat the Travelers by 
a margin much in our favor. That com- 
pany now charges $19.36 on ordinary life 


iorm, age 35, and vou will see, at the 
proper time, how much we will beat 
that his action is not taken so much 


because of non-participating competi- 
tion but because of the tendency of par- 
ticipating companies to increase divi- 
dends and thus lower net costs to a de- 
gree that is making non participating 
companies sit up and take notice. The 
Missouri State does not intend to be 
left behind and our plans are such as to 
make us believe we will distinctly be 
in it in any race for business during 
1925.” 


MANUFACTURERS HAS CHANGE 
New Agents Manual Carries Some Im- 
portant Revisions—Policy Forms 
Have Been Revamped Somewhat 





rhe Manuiacturers Life of Toronto 
has gotten out a new agents manual in 
which a number of changes are made. 

1. Cash, paid up and extended insur- 
ance values are now granted at the end 
ot the second policy year. <A substan- 
tial increase has been made in the values 
in the earlier years. 

2. A new plan of insurance is an- 
nounced—a life policy becoming paid up 
at ages 60, 65 and 70. 

}. The terms on which applications 
on the lives of minors and children 
will be accepted have been liberalized. 
Participating premiums have been re 
duced for ages 14 to 10 inclusive. The 
full amount of insurance will be granted 
on children who have passed their 10th 
birthday at the date of issue. In addi- 
tion an educational endowment policy 
is announced. 

4. The disability benefit has been ex- 
tended in Under the revised 
clause three months total disability will 
be considered as permanent disability 
There is a slight increase in the prem- 
ium rate. 

5. The premiums and _= surrender 
values for endown:ent policies maturing 
at ages 60,65, 70 and 75 have been in- 
cluded in the manual 


scope, 


6. Premiums are deferred annuities, 
commencing at age 60 or 65 are given. 
7. The occupational ratings have 


been revised and extended 
Policy Form Revised 


The policy form has been completely 
revised and the wording simplified. The 
extended insurance provision will con- 
tinue, but the automatic feature will be 
the automatic non-forfeiture or premium 
loar provision, whereby after two prem- 
iums have been paid, should any subse- 
quent premium not be paid, the cash 
value if sufficient, will be used to ad- 





New Policies 


New and appealing line of 
policies being written. 


Rates exceptionally attrac- 
tive. 


Unusual contracts to 
agents. 


Several splendid agencies 
open in Iowa. 


Write for information. 
LaMonte Cowles, President 


NATIONAL 
AMERICAN 


LIFE INSURANCE COMPANY 
Burlingten, lowa 














ACTUARIES 








ONALD F. CAMPBELL 
CONSULTING 
ACTUARY 
160 N. La Salle St. 
Telephon« State 7298 


CHICAGO, ILL. 








A. GLOVER & CO. 








OHNE. HIGDON ( Actuaries & Examiners 
OHNC. HIGDON } $7 Geter, Building 








K J. HAIGHT 


CONSULTING 
ACTUARY 


£10-813 Hume-Mansur Bldg. 
INDIANAPOLIS 
Hubbell Bldg. DES MOINES, IOWA 








EDERIC S. WITHINGTON 
CONSULTING ACTUARY 


948-949 Insurance saheoee qe 
Tel. Walnut 3761 DES MOINES, 








J. McCOMB 
e COUNSELOR AT LAW 
CONSULTING ACTUARY 

Premiums, Reserves, Surrender Val- 
wes, etc. Calculated. Valuations 
and Examinations Made 

and all Life Insurance Forms Pre- 
ge . The Law of Insurance « 
Specialt 


Colcord Bidg. OKLAHOMA CITY 








H. NITCHIE 
. ACTUARY 
1523 Association Bidg. 19 S. La Salle St. 
Telephone State CHICAGO 








ULIAN C. HARVEY 
CONSULTING ACTUARY 
Ceemieal Buflding ST. LOUIS MO. 
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vance the the premium in 
default. 

All policies will contain an “optional 
methods of settlement” provision 

The bonus addition granted under the 
dividend option in participating policies 
will in itself be participating. 

In the future, the applicant for a par 
ticipating policy, will be required to 
select at the time of application, the 
method in which he desires to have his 
dividends apply. He will, however, have 
the same options of changing from one 
method of applying dividends to another, 
as in the past 


payment ol 


U. S. National Life & Casualty 


The new intermediate whole life 
icy, to be sold in units of $250, as an- 
nounced by the United States 
Life & Casualty at its 
meeting, has now 


pol- 


National 
annual agency 
been put on the mat 
forms and rate sched 
going out this week on this 
policy which is claimed to be the first 
put on the market in units of $250 It I» 
also sold for unusual age limits 
from age 10 to age 65 The policy con 
tains the same features as the ordinary 
life The annual 
lows per $250 


ket The policy 
ules are 


keolhin 


premiums are as fol- 





Annl. Ann! Anni 
Age Prem Age Prem Age Prem 
10 $ 29 $ 6.37 48 $12.11 
11 30 6 
12 ‘1 ‘ 
13 $2 6 
14 3 7 
15 7 
16 th 7 
17 36 7 io 
18 7 8 56 
1% }s . 7 
20 39 8 5S 
Al a ‘ 4.) 
22 11 "° 60 
23 eZ 167 al 
24 i 10.02 62 
25 4 10.40 6 
26 5 10.80 64 
27 if 11.21 65 
28 §.20 17 11.65 


ADOPTS SALARY DEDUCTION 


Connecticut General Life Puts Into Ef- 
fect Method Inaugurated by Trav- 
elers With Some Modifications 


he Connecticut General has _ insti 
tuted a plan of salary deduction insut 
ance similar to that which has been fea 


tured by the Travelers during the past 
veal The Connecticut General is to be 
npany to go into this field 

The principal new feature of the Con 
necticut General plan is that no physi 


the second co 


cal examination is required on amounts 
wt less than $3,000 The Travelers re- 
quires only the short form of examina 


tion up to S10,000 

The plan is simply that if 10 or more 
employes apply for life insurance undet 
this plan and sign an order on the « 
plover for the deduction of the premiums 
monthly from their salarv envelope, the 
plan can be put into effect The en 
plove may choose anv non participati rey 
policy ssuec by the Connecticut 
eral 

The Connecticut General advertises 
the plan as “Salarv Savings System for 
| mployes.” li the i 
more than $3,000 
tion will be nec 


(ren 


application is for 
examina 
Inasmuch as full 
medical examination 1s 
larger amounts, 
tions will 
$20,000 


Monthly 


i phvsical 
essary 
reauired = for 
fewer than 10 applica- 
be considered if the total is 


premiums per $1,000 are 





Ins Ins 
Ordinary to 60 to 6 
\ur Life Male Mal 
15 1.11 1.60 1.35 
1¢ 13 1.65 1.39 
17 1.15 1.70 1.42 
18 1.18 1.75 1.4¢ 
19 mea 1,81 1A" 
aT) 1 1.87 1.55 
1 1.94 1.49 
22 “1 1.64 
3 2 OR 1.60 
4 ? 16 1.74 
45 ‘4 1.79 
26 > 33 1.an 
27 2.43 1.92 
28 2.53 1.98 
2% 2.64 2.05 
a0 7h ae | 
1] 2.89 2.20 
42 1.03 2 
33 3.19 2 
34 3.35 2.51 
54 18.93 8.99 
55 22.99 9.98 
56 11.20 
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Ins Ins Ins Ins 
Ordinary 20 Pay. 20 Yr to 60 to 65 Ordinary 20 Pay. 20 Y1 to 60 to 65 
Age Life Life End Male Male Age Life Life End Mak Mal: 
: 1.80 9.47 3.67 1.53 2.63 57 4.78 5.05 5.29 12 
1.86 d + 3 58 5.06 5.28 5.49 14.6 
1.93 ] 59 5.35 54 5.70 17.25 
1.98 2 ao 5.81 5.93 2086 
2 5 61 #22 
4 62 6.53 
2 63 6.87 
0 64 7.24 
3 65 7.65 
1 ee 
2 Inter-Mountain Life 
bod The Inter-Mountain Life of Salt Lake 
4 o.4 City has gotten out a new policy which 
69 : SO s a five-year term contract for the first 
82 81 in)... so mage i 
UG ‘16 6.81 five years, with provisior or automatic 
4.11 R86 745 conversion to the ordinary life special 
27 a4 8.15 policy. 
SS _ j 
| | 
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NEWS FROM THE PRUDENTIAL 


Some of the Activities of the Men Out 
on the Firing Line—Changes 
Are Announced 


Assistant Charles F. Ford of the Chi- 
cago No, 10 Tllinois District of the Pru- 
dential is leading the assistancy staff of 
Division J in the writing of ordinary 
business and is also listed amongst the 
leaders of the company for effective work 
in the branch mentioned 

The record of Agent Mayer Rotstein of 
the Chicago No, 1 District reveals splen- 
did accomplishments in all branches. He 
maintains a very good condition of ac- 
count and makes steady progress in the 
production of industrial His large vol- 
ume of ordinary writing has placed him 
in the leadership of Division J and also 
amongst the company’s best producers of 
this class of business 

After almost 23 vears of leadership in 
the Newark No. 3, N. J., district, C sont, 
ndent, has taken up his duti 
as the head of the new Hackensack, 
N. J., district 

M. Wasserlauf, assistant 


superint 


superintend- 


ent of Newark No. °%, was recently trans- 
ferred in the same capacity to the Pas- 
saic, N. J., district Mr. Wasserlauf was 
formerly connected with the Passaic dis 
trict 
Makes Good Kecord 
Just what can be done by a firm be 


favorabls condition is 
indicated by the accomplishments of 
Agent R. S&S. Walentowski, who, for weel 
of Sept 1 1924, was transferred from 
the Oil City, Pa., district to Eric Im the 
latter city he was given 
debit carrying arrears of 
cent, but during eight out of the 
ing nine 
and they now amount to less 
pereent Moreover, Mr 
leading the Eris 
the work, 
Samuel Hillen entered the service of 
the Prudential at Connellsville, Pa., on 
Nov. 6, 1922, and lost no time in giving 
evidence of his ability to 


liever in account 


charge of a 
about 40 per 

follow- 
reduced 
than 10 
Walentowski is 


weeks the arrears were 


district in this item « 


conduct a suc 
cessful agency; in fact, so satisfactory 
has been his progress that his promotion 
to the 


ent has been announced 


position of assistant superintend- 


Opens Ordinary Department 


Virley R. Rudd, well known in Indian 
napoli life insurance circles, has taken 
“a position with the Mutual 
Benefit of Washington, D. «.. and will 
assist in 


Peoples 


rdinary de- 
company at 

industrial business Mr 
cently been wit the Public 
Savings of Indianapolis and prior to that 


establishing an « 
partment The 
Vvrites 


presnt 


only 
Rudd has re 


was auditor and treasurer of the Indiatr 
National Life at the time of its reinsur 


anes Before entering the insuratr 
business he held a number of publi 
offices including deputy treasurer of 


Hendricks county, Ind., deputy treasurer 
of state of Indiana, field 
board of accounts and 
clerk in the state insurance department 
Mr. Rudd went to Washington last 
to assume his new position 


eXaminer ot 
State securities 


Week 


Chicago Office Growing 


The Mutual Life of 
opened its Chicago office Sept. 6, has al- 
ready developed a $75 a week increase 
in its industrial department It has at 
present 12 agents in its industrial de- 
partment and is endeavoring to build 
up its ordinary department as well 


Baltimore, which 


|} of Baltimore is one of the 


| originally 


The Mutual Life, 
wrote only industrial 
Mueller is superintendent of the 
cflice, C. H. B. office 


until two years ugo 
business, George 
Chicago 


Long is manager 


and A. B. Fogge general agent in the 
ordinary department The Mutual Life 


oldest 
chartered 
Maryland 
company, and in 1870 


com- 
exXistence It 
under the 
as a multiple line 


panies In was 


laws of 
was incorporated as a life 
company writing industrial 
Until recently it confined its operations 
to Maryland, but is now expanding us 
rapidly as it can develop men to organ- 


insurance 


business 


Ze arencies 


Honor Columbus Prudential Veteran 


\ dinner was given in Columbus, O 


a few evenings ago in honor of Arthur 
M. Kemery. who has been with the Pru- 
dential 25 years Edward Gray Vice- 
president of the company, Was present 


Mr. Kemery was presented with a dia- 


mond ocket More than $6,000,000 in 


surance Was written last year by Mr 
Kemery and his staff Mrs. Kemery was 
give! it basket of flowers About 200 
including many insurance men from overt 
the tite were present at th dinne1 
ind dane Assistant Secretar W R 
Konow from the home office presented 


the locket te My 


Kemery 


Metropolitan’s Baltimore Veterans 


Adam Schussler, manager of the Ches 
peak district of the Metropolitan Lifs 
heads the list of Metropolitan employes 
! Baltimore who have recently) ee! 
presented with medals and service bars 
in recognition of continuous and faith 
ful service over terms of vears Mr 
Schussler was one of eight Metropolitan 
men to receive the 5S-vear bar 

F. F. Monroe, assistant manager, Cal 
ert district, received the (-vyear bar 
H. Kaye. cashier, Claremont division, re 
ceived the bar representing 25 vears of 

rvice Phere jaltimoreans 





were two 
im the t-yeur class, W G. Wavyraueg! 
agent, Calvert district and C. W Wi 
Chesapeake district 


Prudential’s Green Bay Rally 


Plan to» produce the largest amount 
of life thus far sent into the 
Prudent from the Green Bay Wis 
district in 1925 were made at a banquet 
ind smoker of company agents. The af 
fair brought the fiscal year of the agency 
to an end. Speakers at the 


Oshkost 


NnSuUurunce 


meeting were 
superintendent 
who discussed the new feature policies of 


Joseph Drasal 


the company and outlined the werk to 
be done during the 
J. T. Lovell, Green Bay 

intendent, who commended agency mem 
bers for the excellent record made dur- 


coming 12 months 


assistant super- 


ing iv24 J M Bacon, who discussed 
intermediat policies L. OO. Rey who 
explained 20-payment life and term pol- 
icies; J. A. Porterfield, group insurance 
and Harry Kamp, who discussed « 
centration of assets 


Senttle, Wash.— Income 
discussed by two speakers at the meet- 


Insurance was 


ing of the Seattle association Nov, 20 
George 38 Kahin, attorney, spoke on 
What the lack of income insuranet 
means” and Ernest CC. Murphy of the 


Phoenix Mutual on “Selling incomes to 


the small buyer.” 
The subjects were 


chosen by members 


of the crganization themselves Arthur 
Challis, chairman of the program com- 
mittee, sent questionnaires to the mem- 
bers regarding the subjects and the 


majority chose to discuss income in- 


Surance 


November 2s, 1924 





LOCAL ASSOCIATIONS 





BIG MEETING IN LOS ANGELES 


Wealth of Sales Material Brought Out 
By Coast Leaders at Monthly 


Session 
LOS ANGELES, CAL., Nov. 2 
nusually large attendance mar} 


the regula! 


monthly dinner-meeting 
the Los Angeles } } 


whicl 


association - 
auditoriu 








held in the Pacific Mutt 

last Thursday President Claude 
Hamilton presided at the business ses 
sion, at which a briet summary as 


given of 91 answers to the quest 
naire vhich was distributed at the last 
meeting as to the payment of dues 
suggestions for improvement ot! 
meetings Phe meeting was ther 
turned over to Ward H. Porter, 
ager of the Fidelity Mutual Life, « 
man of the entertainment prograt 

Che first speaker was Dr. C. T. Cut 
Coast reteree of the Fidk 
} 


ting. Pacitic 
itv Mutual Lite, who delivered a_ bri 
and snappy upon the subje 
ot “Keeping Fit.” Dr. Cutting e1 
phasized the importance of mental 

essential to the expression 

fitness by the individual, 

showed the manner in which ment 
disturbances that remain 
finally develop organic diseases and 


pairments 


addre ss 


ness as 


physical 


unchecke 





Outlines Achievement 


Robert A. Brown, of the Pacitic Mu 


tual Life who nearly establishe¢ 


world’s record in the writing of 268 
ications, examined and paid ior, 
the month of October, tor a volu 
of $747,000, was called upon tor a spec: 
pot the subject of achievemet Mi 
Brown outlined very briefly the salie 
points « s cCampatgi Stating 
in his opinion any hte unde 
could tollow the same method a ¢ 
his record ¢ surpass it He state 
that the delivery ot his Oct < 
cles 1¢ hac rittel additiot 
insurance in an amount whi g 
his tot to $1,179,000 It is belt 
that rec $747,000 will s 
some € s the vorld’s recore 
volume in one month, when de 
1" necti itl ecord ] 
tions 

C] les | Bent oO the Travele 
was ft the st speaker 1 s] 
series of talks and demonstrations c 
ermeg riefly the topic of “The Life 
Underwriters’ lob—Fulfilling the Pros 
pect's Needs.” Mr Bent directed t 
tenth to the marked change tor the 
better in sales methods which he had 
noticed in reviewing his expertence 
twentv-one vears in the business 

The analvsis of the prospect’s needs 
ind the formulating of a program t 
properly cover them, was handled | 
the presentation of two difterent cases 


Colclough of the Prov 


Wells of the 


by Frank | 
dent Mutual, and W. C 
Phoenix Mutual 

Chis was followed bv a sales den 
stration in which Roy Leftingwell, ot 
the Guardian Life. was the underwriter 
being assisted by Mr. Gore as 1 7 
pect 

The concluding feature was an at 


dress on “Salesmanship Essentials,’ 


F. W. Heron, of San Francisco, Pa 
Coast supervisor of the Fidelity Mutual 
Lite Four qualifications were met 
tioned as essel tial to success 1 st 
industry; second, knowledge of the s 


ness in all its phases; third convincing 
ness: and fourth, integrity. Ir ; 
Mr. Heron said: “The biggest, grea 
hardest and most important sale to 
is not the selling of life imsurance 
is selling vourself to vourself. You ca 
do what anv other man can do but you 
must first sell yourself on the idea.” 

The meeting was then turned ba 
to President Hamilton for the consider 
ation of anv further association business 
and Will G Farrell offered a res lu 
tion in honor of George W Avars 

(CONTINUED ON PAGE 32) 
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Successful W oman Li S Underwriter Is 6. What urse of training inywhere from $500 to $1,500, depent 
. . . ! £ upon yoursel 
¢ Told by Miss Corinne Loomis of Boston | \»-er _ Frankly, our course of 9. How do you get prospects 
training is tar trom idea We sel Answer We trv to begin by teach 
' ' ; , 5 1 13 trai mor t il thre¢ or tour at the nq ir salesmet vho is not a prospect 
OME ot the puzzling questions that plete success and that Frank would not h : a , : : . pe sedate 
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‘ . ' . P . . : . \« ‘ ’ ‘ 1 ( cs ce these 
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. : . 3 . tw classes = i pr spect 
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, mega a : . To Be Considered up with practice sales ¢ the most ty} person is insurable A question of im 
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LOCAL ACTIVITIES OF THE 
LIFE UNDERWRITERS 


(CONTINUED FROM PAGE 30) 


retiring president, who was elected a 


life member 
x * 


* 
WIDESPREAD ACTIVITY SEEN 


Association Membership Campaigns 
and Organization Work Reported 
Throughout Country 


PHILADELPHIA, Pa. 
Letters reporting substantial increases in 
membership of local life underwriters’ 
associations and growing interest in 
their activities are being received by 
National President John W. Clegg. In 
the Baltimore association 128 names 
were added to the roll at one meeting, 
while the Kansas City association dou- 
bled its membership at ong meeting. 


Organize New Association 


A meeting will be held in the near 
future, probably at Newark, N. J., for 
the organization of an association for 
northern New Jersey. The state now 
has only one association, with head- 
quarters at Trenton. The movement is 
backed by a large number of managers 
and agents, headed by Paul R. Wendt, 
Newark general agent for the Equitable 


Nov. 24.—\| 


of Iowa. Mr. Wendt has pledged him- 
self to handle details in starting the 


| organization and is appealing for co- 


operation. He says growth of business 
in the territory makes another associa- 


| tion necessary. 


President Clegg has been asked to 
speak at the Newark meeting. He says 
there are a number of such organiza- 
tion movements throughout the country 
at the present time. This work will be 
attended to largely by the president's 
assistant, who, Mr. Clegg said, will be 
appointed before Dec 1. While no indi- 
cation as to the appointee has been given 
out, it is known that there is some 
sentiment among members of the board 
of trustees for a non-insurance man, on 
the ground that he would do organiza- 
tion work almost exclusively and, more- 
over, would not be biased in favor of 
any particular company 

“There is a fine spirit in associations 
all over the country,” Mr. Clegg said, 
“but more of the members should work 
for their organizations, instead of leav- 
ing the tasks for their presidents and 
secretaries.” 

k *k * 
Frank H. Sykes, sec- 
ond vice-president of the Fidelity Mu- 
tual Life, addressed the members of 
the Fort Dodge association at their re- 
cent monthly meeting. He emphasized 
the growing usefulness of insurance and 





Fort Dodge, Ia. 


related the protective means for which 
insurance was being used. 
ss ¢ 

Peoria, Il. Benjamin Bills, director of 
the American Bond & Mortgage Com- 
pany, Chicago, addressed 80 members of 
the Peoria association at their monthly 
meeting and delivered a talk full of 
practical suggestions and advice. “Sell- 
ing Insurance With the Sharp-End First” 
was his topic, Mr. Bills asserted that 
the average agent is in the same posi- 
tion as a mason with a pile of bricks— 
unless he is given a definite plan of 
what to do, he gets nowhere. He urged 
that information and statistics available 
to agents be co-ordinated and presented 
in a way to point definitely to a life 
insurance program. Ray Martin, presi- 
dent, introducted the speaker. The as- 
sociation has decided to omit its De- 
cember meeting. 

S ae 

North Texas—At the annual meeting 
of the North Texas association at Dal- 
las, Don L. Sterling was elected presi- 
dent to succeed Elmer S. Albritton. 
Howard Oden was named vice-president 
and A, U. Bransford, secretary-treasurer. 
The executive committee is composed of 
Don Safford, E. V. Thorp, Sam Chilese 
and F. L. Euless. 

The association decided to hold its 
annual sales congress in January. The 
congress this year will be held in con- 
nection with the activities of the Agency 
Managers Club for that month. W. E. 
Bilheimer will be the chief speaker for 
the congress. 

The club voted unanimously to send 
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This is a part of the Plan. 
control of the interview, 
definite resale campaign are all parts of this Plan by which successful agents 
are professionalizing their insurance work and their 
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‘‘Handling Notes”’ 


AVE you — in spite of your best effort — accumulated so many 
premium notes that you are financially handicapped? 
longed for a happy medium between charity and commercial 
banking where you could, 
in such a situation? 


There is just such an arrangement available to and used by agents working 
American Central Plan. 
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Any agent who feels that he might be interested in associating himself with 
this company and operating under this Plan can secure full details regarding 
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its executives to the national conven- 
tion at Kansas City. The agitation to 

nd executives to the association meet- 
ings has been going on for some time. 
Retiring President Albritton’s report 
showed the association is in a healthy 
condition and that the work during the 
last year has been satisfactory to al] 
concerned. 

x * * 

St. Louis, Mo.—In order that life in- 
surance as an institution may obtain ful! 
credit for its accomplishments in fur- 
ther civic movements, ete. Ira W., 
Fischer, general agent for the Penn Mu- 
tual Life and president of the St. Louis 
association, has appointed a special pub- 
licity committee to educate the genera] 
public. This committee is composed of 
Miss Alma Robb, Massachusetts Mutual 
Life: Dick Oliver, New York Life, and 
Horace Davis of Beach & Co., representa- 
tives of the Mutual Benefit Life. 

*x* * * 

Oklahoma City, Okla.—Ethelbert Ide 
Low, president of the Home Life of New 
York, was guest of honor at a joint 
meeting of the Oklahoma associatior 
Mr. Low spoke on “Business Prosper- 
ity.” dwelling upon the necessity of 
keeping a clear head and close watch 
on business with the rising tide of 
presperity so that sudden losses in the 
future would not result. gefore going 
to the meeting, Mr. Low made a three- 
minute talk at a meeting of the Com- 
munity Fund workers. The visiting 
president was entertained in the morn- 
ing with a breakfast at the Oklahoma 
Club, with John W. Newbern, genera! 
agent for the company in Oklahoma, as 
host. ‘ 

*x* * * 

Providence, R, I.—John Marshall Hol- 
combe, manager of the Life Insurance 
Sales tesearch Bureau, addressed the 
Providence association last week. 

* * x 

Louisville, Ky.—R. C. Ware of the 
Metropolitan Life at Hopkinsville, Ky., 
spoke before the Louisville association 
Friday. He said that familiarity with 
the prospect's past, present and future is 
necessary. The life insurance salesman 
must familiarize himself with the pros- 
pect’s needs, income, age, state of health 
and habits in order to guide and safe- 
guard him in taking out insurance. 


*x* * * 

Rolla Wilson, superintendent of agen- 
cies of the Northwestern National Life, 
is in Texas on an extended business trip. 
Homer Hewitt, assistant superintendent, 
Was expected to return late this week 
from Michigan, 


* * * 

Grand Rapids, Mich.—Probability that 
the Grand Rapids association will be re- 
erganized at a meeting Dec. 15, and that 
an extensive newspaper advertising cam- 
paign will be launched soon afterward, 
is seen in the decision of the agencies 
represented in the association to hold 
a special business session at that time. 
Sentiment among association members 
favors the publicity plan as a means of 
acquainting the public with the pur- 
poses of the organization and impressing 
upon present and prospective insurance 
patrons the advantages of dealing with 
agencies which maintain the high ethical 
standards required of association com- 
panies. 

Lemuel S. Hillman of the Old National 
Bank addressed the last meeting of the 
association, praising the operation of 
the federal reserve system, which he 
declared has averted several serious 
panics within the past few years. 

* * * 

Syracuse, N. Y.—John W. Clegg, presi- 
dent of the National Association, was 
the chief speaker on the program of the 
eight-city sales congress here Tuesday. 
Mr. Clegg was scheduled to speak at the 
noon luncheon on National Association 
matters and in the afternoon on “Clos- 
ing the Case.” 

The morning program included James 
Elton Bragg of New York, a teacher of 
life insurance as well as an agent, “Bar- 
rier Jumping,” and F. A. G. Merrill of 
Buffalo, “Uncovering and Assembling 
Needs.” Mr. Engelman, assistant to 
Griffin M. Lovelace of New York Uni- 
versity, was scheduled to speak on “The 
Use of Illustrative Material” in the 
afternoon, 

The sales congress was participated 
in by eight local associations of New 
York state, as follows: Buffalo, Roches- 
ter, Albany, Utica, Watertown, Bingham 
ton, Elmira and Syracuse. 

James E. Haskins, actuary in the life 
department of the Travelers, will ad- 
dress the staff of the Cleveland branch 
on Dee. 2. He will be the guest of Man- 
ager R. N. Haines for three days 
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Continental’s Non-Cancellable 
Health and Accident Business 
Increased 25% in October!!! 


Why? 


Because its new Non-Cancellable 
Disability Policy pays full monthly 
indemnity from the first day for 
hospital confinement. 


For details see a Continental 
Representative, or 


Address 


Continental Casualty Company 


CHICAGO 











Commercial Life Insurance Co. 


IN THE HEART OF AMERICA 


Kansas City, Missouri 


We are offering top-notch contracts 
to men that are willing to build with 
a growing Company. 


Our policy contracts are second to 
none. 


If interested in some good Missouri 
territory, write us. 


OFFICERS 


F. H. UEHLING, President W. K. BRAMWELL, Vice-President 
WILMER LYONS, Secretary-Treasurer 
DR. C. E. TOLLE, Medical Director 


Insurance in force after twenty months— 
over two million. 


305 Reliance Building 


Kansas City, Missouri 

















LOUISIANA STATE LIFE 


INSURANCE COMPANY 
Home Office, Shreveport, La. 


TEXAS 
J. C. EVERETT, Manager 


317 Wilson Building Dallas, Texas 


ARKANSAS 


J. E. LEEPER, State Manager 
P. O. Box 1077 Little Rock, Arkansas 


pene 


We may have just what you are looking 
for. -Why not get in touch with us? 























CENTRAL STATES LIFE 


INSURANCE COMPANY 
SAINT LOUIS| 











All Ages up to 65 

Participating and Non-Participating Policies 
Standard and Sub-Standard Risks 

Prompt Service 





Excellent territory for General Agencies 
open in Illinois, Minnesota, South 
Dakota, Kansas, Missouri, Wyoming and 
Califernia $3 $3 33 $2 
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LIFE /NSURANE /S THE ONLY SURE WAY 


ILLINOIS MANAGERS WANTED 
At Bloomington Freeport — _ La Salle 
Elgin — Peoria — Springfield 
Also some fine General Agency o 


nings in 
Eastern IOWA and Eastern M SOURI 








LIBERAL CONTRACTS—STANDARD and SUB STANDARD Risks 
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